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HE MASSAGIC Shoe is literally an oa 

“overnight” success. Dealers at first were A 
skeptical. They went into the line slowly— B 
tried the shoe on all kinds of feet. Then fol- M F N 5 S H 0 F IN FZ 
lowed an avalanche of repeat business that ; 


has surprised many of the conservative 

men in the retail shoe business. THO USAN DS 
The MASSAGIC is different than any shoe ) F STO K ES 2 
you have ever handled. It has style. It has 

quality and shoemaking that are unusual 

in $5.00 shoes. But the factors ; 

responsible for the tremen- 

dous sales in stores are the f 

Patented Air Cushion con- (7 

struction and the Arch Up- \ 

lift-two features that reduce 

selling $5.00 shoes to wrap-up eet 

simplicity. All backed with 1 cor sine corres 

a selling plan that starts 23 numbers in stock —tor per 


fectly normal feet and for men 


bringing in new trade at once. with foot weaknesses 


MASSAGI C 


WEYENBERG SHOE MFG. COMPANY, MILWAUKEE 


PATENTED 
and Patents Pending 
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VOICE OF THE TRADE 
EE 


UR slogan hunter discovers 
that the most advertised lines 
are: 

“For the Man Who Cares” by 
Florsheim Shoe Company. 

“Worn with Pride by Millions” 
by Freeman Shoe Company. 

It is the line that is repeated and 
repeated that the public remembers. 
One of the sweetest lines is that of 
Brauer Bros.— “She Walks in 
Beauty.” 


KLEIN of R. Wasemiller, 

« Fresno, Cal. Tells us that 
Galen Gough became the strongest 
man in the world through the 
simple exercise of walking. Fifteen 
years ago he was discharged from 
the U. S. Marine Corps classified 
as permanently disabled—almost a 
a hopeless paralytic. After fifteen 
years, he is the modern Hercules 
of the world. Galen Gough says: 

“I recommend walking, system- 
atic walking, for every man and 
woman to whom God has given 
the use of two feet. It not only 
wards off disease but has such a 
stimulating effect on the entire body 
that a desire for real, scientific 
training is bound to result. 

“When I was able to resume 
natural walking I did not fail to 
do plenty of it. Finally I regained 
the full control and perfect action 
of my legs. Thus I had regained, 


in a sense, the normality I was seek- 
ing, the normality the doctors had 
predicted could never be mine.” 
% * * 

See day’s opening is a new 

adventure in retailing. It is 
really fascinating to study the de- 
velopment. Human nature and 
human reactions do not change in 
any business, so the only thing we 
see in shoe retailing is that if we 
give the public quality shoes, fit 
them right, style them right and 
price them right we will stay in 
business.” 

So says Joe Lewis of Leon & 
Lewis of Waco, Texas. Both of 
these boys graduated from the Uni- 
versity of Texas in June, 1934. On 
Aug. 4 they opened a shoe store 
in the old Davis-Smith location. 
From college to store in less than 
two months—some record. 

During college, Lewis specialized 
in credit management and Leon in 
foreign trade. Previously Lewis 
was cutting meat in a grocery store 
—his family being in this business 
for the past four generations. In 


order to get first hand information 
about the shoe business, he worked 
in a shoe store in Austin gratis, in 
order to master the art of fitting 
shoes correctly. 

Leon had worked in a shoe store 
for five years, while working his 
way through college. With his 
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shoe experience and Lewis’ business 
training, they felt they would make 
a good combination. The first six 
months in business have proven 
most satisfactory. 
* * * 
E. SAGER now at 1433 Leland 

» Avenue, Chicago, says: 

“T had supposed all the damn 
fool politicians were dead or at 
least ‘smarted up’ by this time. But 
if we have to educate them, the best 
way to fight the Pure Shoe Bills 


is to take a half dozen belly leather 
counters and boxes (all solid 
leather just the same) and put them 
into a pail of water with the same 
number of counters and boxes of 
the Horn fiber and see what hap- 
pens. The former will come out 
in an hour flat as a pancake and the 
latter after being in the same water 
for many hours will come out in 
as good shape as when they were 
submerged.” 
* % *% 
H. HEATH of Heath Brothers, 
+ Grenada, Miss., says: 

“We have been dealers in better 
grade footwear for more than 35 
years. We have tried to make a 
specialty of fitting feet properly in 
the correct width and _ length. 
About ten years ago we began to 
keep individual card records of 
each customer fitted. At that time 
we bought ladies’ footwear from 








a 








AAA to C width. Within two years 
we found a demand for quadruple 
A and now we are definitely in the 
quintuple A service. Today we 
seldom buy dress footwear wider 
than B. 

“After a careful check of our size 
records of more than a thousand 
cards we found that the average 
customer’s size five years ago was 
6A and 614 AA. Making the same 
tabulation today, we find it has 
moved up a notch or so to 644 AA 
to 7 AAA. 

“What does this mean — less 
walking, weaker arches, elongation 
of the foot? Today there are more 
weakened feet than there ever have 
been. We feel it is time for the 
shoe men to definitely come out 
and advocate more walking, more 
foot exercise, less riding—as a 
major health movement for the 
nation. If this is the condition in 
a small town of 5000, what is the 
situation in the big metropolitan 
centers where people walk only on 
sidewalks and hard floors?” 


* * * 


OY PHILLIPS of Jacksonville, 

Florida, says: 

“Fit them and they won't have 
to bring them back. I don’t agree 








at all with the idea of telling the 
customer: “Try them around the 
house and if they are not soiled, 
we will accept them for another 
pair.” Every shoe man knows that 
a new pair of shoes, worn on a 
carpeted floor, feel a whole lot 
different than those worn on the 
concrete sidewalks. I will make 
a bet—two to one—any time, any 
place, that anyone can wear a shoe 
on a carpeted floor from one-half 
to a full size short and experience 
little trouble. 

“A shoe man who is up on his 
stuff, doesn’t have to have a cus- 
tomer try them three or four days 
to find out if they fit. 


“Measure the feet twice—once 


s 
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LESS STYLES ? 


BAD 4 am 


—lIn a report recently published by the 
Women's Bureau of the United States 
Department of Labor, Miss Mary Ander- 
son, director, said: 

“There is urgent need of improved 
conditions in the shoe _ industry, 
which is one of the country’s major 
industries and a large employer of 
women. The absurd multiplicity of 
style changes, so destructive of regu- 
larity in the industry, could be dis- 
couraged by the buying public, 
chiefly women.”’ 

—DMiss Anderson does not refer to "absurd 
styles" but to “absurd multiplicity" of 
styles. 

—I might ask Miss Anderson what would 
happen to the shoe industry if we limited 
our style programs. 

—Simpler or more standardized styles 
would lessen per capita consumption, 
decrease our annual production, throw 
more workers out of employment, and 
generally accentuate the unfavorable 
conditions in our industry. 

—I! have an “absurd” theory that pros- 
perity in our country is dependent, to 
a certain extent, upon waste, 

—By waste, | mean the tendency of our 
people to want new thinas and to be 
willing to discard the old. 

—If we worked our shoes, and clothing and 
other things of daily use until they were 
worn out, we would soon find ourselves 
in a worse economic predicament than 
we are in at the present time. 

—Our problem today is how to get more 
shoes made and sold—not less. 


President. 





when the customer is sitting down 
and once when standing up and 
you will never have any trouble 
with misfits for you will know the 
degree of extension between the foot 
at ease and in action. 

“Before long we are going to be 
sensible and make obligatory the 
rule that every one fitting shoes 
must pass a test as to ability and 
qualifications. There are more 
cripples made from misfits and 
bargain tables and the responsi- 
bility is on the type of stores where, 
if the clerk is ‘low man’ for two 
weeks, he is fired. What is a fel- 
low to do when he knows that his 
family has to eat? He is going 
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to sell regardless of fit. He is ‘on 
the spot’ from morning till night. 
“After all, sizes, widths and sense 
make return customers.” 
* * * 


TTO C. HORNUNG, cele- 

brates the forty-third anni- 
versary of continuous and success- 
ful shoe retailing in Terre Haute. 
Today it ranks one of the oldest 
retail shoe establishments in 
Indiana, operating continuously 
under one ownership and manage- 
ment—that of Otto C. Hornung— 
now assisted by his son, Rahe O. 
Hornung. 

The business has shown progres- 
sive growth, and expansion to new 
and larger quarters has been twice 
necessary. The lines carried are 
the cream of the crop of famous 
shoe names of America. 


* * * 


MBs: FLOYD B. ODLUM, presi- 
dent of Bonwit Teller, Fifth 
Avenue, New York, returning from 
Paris says that three things were 
responsible for the new styles “tak- 
ing ten years off a woman’s life,” 
enumerating: 

“First, the new suits with their 
smart hip-length jacket. Second, 


the new shorter skirts, fitted and 


f 


neat over the hips and full at the 
hem, a very new line. Third, the 
lower heels. Paris is wearing low- 
heel sandals with tweed suits, and 
these look very young.” 

B. GRIFFIN, H. K. FERGU- 
| N. SON AND W. F. HOOLEY, 
all of the Selby Company, were 
hosts to visiting shoemen at dinner 
in the Hurth Hotel, Portsmouth, 
Ohio, last week. Among the guests 
were H. A. Paully of Stix, Baer & 
Fuller of St. Louis; J. L. McNair 
of Strawbridge & Clothier, Phila- 
delphia; Chas. J. Markell of the 
Arch Preserver Shops, New York 
City; George Zahn of James Mc- 
Creery & Co., New York City; Otis 
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C. Brannock of Park Brannock, 
Syracuse; Elmer A. Clark of the 
Cleveland, Ohio Selby Arch Pre- 
server Shop and Harry A. Fontius 
of the Fontius Shoe Co., Denver, 
Colo. 
* * * 

” T HE moderate priced family 

shoe store is the real coming 
business for the next ten or fifteen 
years,” is the opinion of W. H. 
Evans, manager of the Family Shoe 
Store in Fort Worth, Texas. He 
says this with all due respect for 
the growth of the specialty and chain 
shoe stores. To quote him: 

“TI think this because the best 
part of our business is built on chil- 
dren’s shoes. We naturally go after 
the men’s and women’s trade, but 
we do a real job on juvenile shoes. 
There is no limit to the possibilities 
of building a business when one is 
running a popular priced family 
shoe store. No exclusive man’s 
store or woman’s novelty shop has 
the chance to sell as many Fort 
Worth people as we have. 

“Many people got away from the 
family shoe store when things were 
not going so well a few years back. 
Men went to one store, women to 
another and children to a third. 
Now the whole family goes on a 
joint shoe buying expedition to one 
store. The trade we are building 
is founded on good substantial 
staple shoes retailing from $3.00 to 
$6.00 and we are carrying a range 
of sizes and patterns so that we can 
fit any foot. We feel that this trade 


will stick to us for years to come.” 
& * % 


I i~s energies and resources of 
N. N. Marshman of the George 
Q. Jenkins Company, Bridgewater, 
Mass., were employed for months 


in experimental work _ before 
“Naturo” emerged from mixing vats 
and drying room in a practical and 
patentable form. Through its dis- 
covery, a major purpose in the 
manufacture of two-tone built-up 
heels for shoes was made possible. 
* * * 

ELEBRATING a dozen years 

of shoe selling in Kalamazoo, 
the V. & A. Bootery splurged in a 
double page advertisement. The 
result of the broadside was the 
biggest Saturday’s trade in the his- 
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tory of the business and president 
William Van Dis says: 

“It proves that the public, at this 
time of the year, is more interested 
in new footwear, at regular prices 
than in sale merchandise; and we 
expect to get the benefit of that ad- 
vertising expenditure for weeks to 


come.” in. “eee a 


A RESOLUTION favoring the 
establishment of a fair mini- 
mum for the actual labor price per 
pair for the manufacture of Army, 
Navy, and service shoes so that all 
manufacturers will have an equal 
opportunity to make such shoes, re- 
lieve the overtime situation, and 
further the reemployment of shoe 
workers, has been presented in the 
U. S. Senate by Senator David I 
Walsh of Clinton, Mass. Local 
Union No. 38, Boot and Shoe 
Workers’ Union, of Boston, Mass.. 
submitted the resolution which was 
referred to the Committee on Mili- 
tary Affairs, for consideration. 


* * * 


“‘1T does not pay to carry over 

any kind of merchandise from 
one season to another, even so- 
called staple shoes,” declares L. R. 








Collins, president of the Leon Shoe 
Stores, Waco, Texas. 

“It is a poor merchandising 
policy to try to sell this season’s 
overbuys, at some future date. 
Shoes carried over are old shoes in 
the eyes of the sales force and the 
customers. When a man can sit 
down in front of a customer and 
take even a plain shoe, rub it up 
a little while he says, “This is a 
new shoe, just in,’ that shoe is as 
good as sold right then and there. 
Most every shoeman agrees on the 
need of getting rid of style shoes 
while the getting is good, that is 
during the current season, not after 
it, and surely not next year. 

“One reason so many chains have 
faded is due to the constant change 
of managers and store salesmen. 
There is not an awful lot of price 
variation between chain and inde- 
pendent store shoe prices so a man 
can operate one or a few stores just 
as well as a large chain can. The 
independent has the great edge of 
knowing his trade requirements in 
a most personal manner. That to 
my mind is far more important than 
a possible few pennies saved in 
mass buying.” 


"How are your feet today?” 





SAY IT WITH FLOWERS 
AND FLOWER COLORS IN SUMMER SHOES 


\W/omeN are going flower-crazy—they are buying 
huge flower clusters like mad to wear on their Spring 
suits. They are wearing flowers on hats. They will 
buy flower prints for Summer—in vivid mixed colors, 
entirely different from the conservative prints of other 
years. 


How does that relate to shoes? It is all part of 
a craze for color and colorful accents that the shoe 
man can turn to his advantage. If he doesn't promote 
some colored shoes for Summer selling to wear with 
these bright flower prints—he's missing a bit in “extra" 
shoe business. The bright green, red, blue, kid and calf 
or even the colored patent leather sandal has a real 
reason for being this Summer. The same woman who 
has such a yen for flowers is a logical prospect for 
flower’ colors in shoes. 


Shoe windows always blossom out in flower trims 
for Spring. It's such an easy way to say "Spring," such 
a simple way to get color in a window. But this year, 
instead of using the conventional vase with flowers in 
the background, why not try some tricks with flowers, 
tying in with their importance in fashion? Get the 
smart flowers that are being worn. Carnations, violets, 
mixed field flowers are the three smartest right now. 
Here are two examples of how flower-trimmed windows 
were made to look new. 


|. Miller recently had a window with a mannequin's 
head set in a huge circular plaque covered with mixed 
color bouquets. I+ looked as if she were wearing a huge 
collar of flowers. And McCreery's had a whole series 
of windows.with a broad-brimmed leghorn hat turned 
upside down and hung on the back wall with a broad 
ribbon. Then the crown was filled with flower clusters, 
spilling out over the upturned brim. (See sketch.) 


Take a look at the flower counters of the department 
stores. They will give you an inspiration. Flowers 
aren't just flowers this year—they're a fashion. 
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FUTURE OF THE PEASANT 
SHOE IN VOLUME TYPES 


Just back from a Middle-Western trip, Ruth Kerr 
of the Calfskin Tanners, reports an interesting develop- 
ment in volume factories, where Fall plans are now 
getting under way. 


She sees a new shoe coming out of the Middle West 
which is a compromise between the Peasant oxford 
which has such novelty appeal this season and the con- 
servative ‘'slack'’ shoe which has sold successfully for 
several seasons on the West coast. 


The slack shoe is a conservative model, built on 
a 13-14/8 heel. The Peasant shoes of this Summer were 
"fast'' patterns centered on flat, 10/8 heels. This new 
shoe has the generally wearable heel of the slack shoe, 
plus the eye-appealing design of the extreme Peasant 
shoe. And. it looks like a good compromise for the 
average woman. 


Mrs. Average Customer, these volume manufacturers 
feel, is going to have a hard time adapting her muscles 
to an extremely low heel after wearing high heels for 
so many years. Moreover a flat shoe that is too sporty 
in feeling has too limited a place in her wardrobe. 
She wants a shoe that will look correct in town with 
her regular day clothes. In other words, she wants 
a happy medium. 


The new details in these shoes centre around four 


Late News Flashes 
About Footwear 
Fashions 


Comte 
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features. (1) The Peasant tongue, which lends itself to 
infinite variation. (2) The idea of contrasting color trim. 
(3) Pinkings, which are so characteristic of Peasant shoes. 
(4) Tricky welt treatments, all kinds of new details like 
two-tone welts, ridged welts, making this construction 
feature an actual style element in the shoe. 


HOW ARE YOU DOING 
WITH NAVY STOCKINGS? 


FROM the South and the Coast, where women are 
already wearing their navy blue costumes, come reports 
of the great success of navy blue stockings. And, as 
the navy costume gets into its stride all over the 
country, navy stockings have every chance of being 
much more than just another novelty. 


Manufacturers who put navy stockings in their line 
as a high style gesture are getting the surprise of their 
lives. One mill with a wide national distribution reports 
that navy blue is actually the best selling color in two 
sheer numbers—a two-thread and a three-thread. 


Evidently the Princess Marina started something when 
she bought sheer navy stockings for her trousseau and 
inspired American manufacturers to put this color in 
their lines! Are you promoting this “dark horse?" It's 
gaining fast in the fashion race. 


Summarizing the 
Style Trend 
for Summer 


ge 
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LOOK TO THE EAST 
FOR OUR NEXT "INFLUENCE" 


Tuis Spring and Summer, Peasant and the Regency 
themes are giving us a promotional peg for fashions 
in shoes. What next? What's a new theme song for 
Fall? 


Paris—a season ahead of mass American styles— 
usually gives us the clue. And she hasn't disappointed 
us this year. The new note in the Paris Spring Openings 
is the Far Eastern influence. Draperies inspired by the 
Indian ''sari'' (See the sketch). Odd "off" colors, flow- 
ing but muted shades. 


The story is that the Indian Princess Karam of Kapur- 
thala gave the couturiers the idea. She has been appeat- 
ing in Paris in her native draped costumes. French 
dressmakers began playing with looped Indian draperies, 
harem skirts—an Oriental feeling for afternoon and 
evening. The Paris imports, now appearing in this 
country, are giving the stylists a new thrill. Because 
this drapery idea gives us an entirely new silhouette 
for formal wear. 


How do you translate it into shoes? Well, first of 
all, it again endorses the high-cut pattern—the glove- 
fitting shoe. Look at these draperies in dresses and 
you get the feeling that shoe designs should have that 
same pulled-up look, built high over the instep, with 
upward sweeping curves. 


This Eastern influence looks like more endorsement 
too for’ low heels as a high fashion for formal wear. 
With their Indian dresses, the couturiers showed flat— 
sometimes entirely heelless—sandals. They are too ex- 
treme to be taken literally, but everybody who saw 
them came away a little more low heel conscious. 


This new feeling for squared toes fits into this whole 
Eastern idea too. These extreme new lasts that are 
being shown by a few high-style manufacturers have 
a decidedly Persian or Chinese flavor. So we say— 
look to the East for new ideas in shoes. 


7 " 
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“How Are Your Feet Today?’ 


THE quest for foot health is of major consideration 
with the American public today. Because of significant 
changes in types of shoes “feature footwear” is in the 
making in practically every factory in America. Cor- 
responuing changes in selection of “talking point” 
shoes by merchants and their more careful sale at 
retail continue the lines of progress. 

Boot AND SHOE RECORDER again promotes National 
Foot Health Week, April 22-27. Five years ago the 


paratively few stores. But each succeeding year has 
accelerated the campaign until now, three weeks ahead 
of the official week, we sense its use as a motivating 
power in the sale of shoes in practically every city and 
town in America. It simply goes to show the power 
of am.idea, emphasized and reemphasized through the 
shoe stores of America, achieves the result of making 
a nation foot-conscious:.. And the simultaneous effort 
of shoe stores everywhere accelerates public interest. 

The timing of Foot Health Week is important, for the 
pre-Easter effort is to sell Spring shoes and fashionable 
shoes. The day following Easter hits a new keynote in 
foot health and plays a part in increasing the total 
of sales in the month of April in every cooperating 
store in America. 

Another reason is that there are significant changes 
in the foot itself at about this time of the year. A 
change of temperature, a change of habits, a change 


e 


“Our Compliments 
to 
Miss Beatrice Lillie, 


One of the world's most popular comedi- 
ennes. She brings to us the first notes of 


Spring in this charming picture. 


As shoemen we are prompted to add a 
footnote—"Nothing is so rare as a beauti- 
ful pair of feet" and now that we see them 
in the picture, we have one key to her vigor, 


vivacity and verve. 


Photo by Alfredo Valenté. Permission of Stage Magazine. 


of conditions, make necessary a change of shoes. Shoes 
become ‘as much a Spring tonic as any other thing 
taken at-that time of the year for that purpose. Even 
the size of feet changes with the change of temperature. 


THE Boot aND SHOE RECORDER is tremendously 
pleased with the cooperation of all branches of the 
trade and :particularly with the endorsement of the 


. *sweek by the National Shoe Retailers Association and 
movement was launched and found acceptance in com- . 


state and local associations everywhere. The national 
campaign becomes larger than a promotion for a week’s 
selling. It becomes the initiative power in bringing 
new stocks into stores, new ideas into selling and co- 
operation between merchants in communities to push 
one type of commodity at one time. 


Now we are pleased to suggest a line of contact 
with every consumer. We propose that every 
merchant, in every community, use in his window, 
in his advertising and particularly in his tele- 
phone solicitation, the line: “How Are Your Feet 
Today P” 


We tested the slogan out by calling up several peo- 
ple on the telephone and opening up with the question: 
“How Are Your Feet Today?” What the people on 
the other end of the telephone had to say doesn’t really 
matter because few people are able to answer such a 
question at the moment of asking. Yet the seed of an 
idea is planted in that person’s mind and he or she 
becomes conscious of the actual condition of his or her 
feet. This idea seemed so good that we wired a hundred 
manufacturers and made the suggestion that they 
include the line in their advertising during Foot Health 


Week. 


S oME great advertising slogans have heen de- 
veloped in the past. One of the greatest is the one used 
by the florists—“Say It With Flowers.” It is what 
professional men term a “motivating line.” 

So we give it to you to use every way possible, as a 
stimulant to public interest in feet during Foot Health 
Week. Ask yourself the question: “How Are Your 
Feet Today?” Ask your clerks. Ask your customers. 
Use it as a punch-line to a promotion. Put the ques- 
tion to everyone, “How are your feet today?” 

National Foot Health Week is a crusade for custom- 
ers—a commercial opportunity as well as a health 
movement. Its national by-line is, “How are your feet 
today?” The answer is, “Come into the shoe stores of 
America April 22-27—and find out.” 
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IN QUEST OF FOOT BEAUTY 


Feet of The New Dance Group 


A LMOST on the very heels of Foot Health Week 
rides the sun-Summer of 1935. All outdoors is call- 
ing for men, women and children to join in the sports 
and activities of a new and better Summer season. 

New liberties in dress have developed because of 
the cult of sun, to such a point that a large part of our 
public dresses in sports attire for nearly six months 
of the year. 

The ease and comfort that has come in apparel is 
slowly but surely coming into the footwear of a nation. 
Will it mean a significant change in the footwear of 
a nation? When woman discarded the corset, the next 
to the last torture mechanism disappeared. 

Will freedom of the feet come with the new move- 
ment toward foot beauty? It is fashionable now to 
have beautiful feet but it is only possible, with rare 
exceptions, to the young girls. One has but to go to 
a bathing beach to see the mis-shaped feet of a nation 
due, in large measure, to the traditions of shoe shapes 
rather than normal foot shapes. 

Beautiful feet need not hide in the sand. 

Ugly feet are an indictment of the industry and of 
public selection as well. 

Any shoe man who has ten or more years’ experience, 


Alfredo Valenté 


has noticed changes in footwear, significant of a change 
in the habits of people. 

Twenty years ago the average women’s shoe stock 
in America carried few A widths and plenty of B, C, D 
and a few E widths. In that period, the most popular 
sizes were between 44 and 6 of B and C widths. Feet 
were in use in those days. Automobile travel was rare. 
The American man and woman was subject to a certain 
amount of foot exercise and the result was—good, 
strong, serviceable feet. 

Today any merchant of shoes knows that AAAA 
shoes are not unusual, AA are standard and that the 
great majority of shoes are sold in A widths. Feet have 
elongated so that today the average size is closer to 
614A to 7 AA. Automobile riding is the rule rather 
than the exception. Few feet get the necessary amount 
of natural, normal walking exercise. This results in 
weaker arches, elongated feet; and as a good merchant 
in Mississippi tells us—“The narrowing process is 
similar to that of a strip of rubber—when pulled out 
longer, it becomes narrower.” 

What significance do you place on the change of heel 
heights in the past three years? Lower and wider heels 
are now in general use. 
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We are becoming a “sitting America” and one of 
the most humorous things that has come to our atten- 
tion has been the research made by a prominent auto- 
mobile company of forty thousand contours to estab- 
lish the most restful seat for an automobile. When 
contour-comfort is more important than foot-comfort, 
we have indeed reached a sorry day for the shoe in- 
dustry. 

One has but to look back to the foot fatigue of the 
World’s Fair in Chicago last year to sense the fact 
that Americans are no longer a walking race. Even 
more pessimistic is this merchant from Mississippi who 
says: “We will finally wind up by inventing convey- 
ances that will permit us to roll from the bedroom to 


Feet of Mona Rani, Hindu Dancer 


est in Summer outdoor activities. The development 
of sports in which all people can participate. The 
introduction of bathing pools in communities far from 
the sea, the use of golf courses and the possibility of 
more leisure through the five day week. But this 


Mona Rani, dancing the folk dances of India, has brought 
to America a new dance movement—more beautiful than 
the barefoot dancing once taught in schools and colleges. 
These new dances are the means of expressing, through 
music, some of the rhythmic traditions of the past. But 
they are far more useful in strengthening the muscles of 
the feet and are a pleasant form of foot exercise. The 
main purpose may be the expression of the dance but in 
their performance comes exercise and foot health. 


Alfredo Valenté 


The Last Apparel Revolution Will Come When 
Women Demand Normal, Shapely Feet 


the dining room; thence to the automobile, to trans- 
port the individual to the office building and the day 
will be spent in a continuance of the wheel-chair com- 
fort at his desk.” 

Not to be quite so pessimistic, there is one saving 
grace to the problem and that is the tremendous inter- 


progress cannot be achieved without more comfortable 
shoes, more useful footwear designed for freedom of 
the toes, the increased usefulness of the feet of all the 
people, all the time. 

Let’s look at the feet—we have been building 
shoes for eyes too long—let’s look at the feet. 
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By 
R. E. ANDRUS 


Br a standard-bearer, and you'll be 
a profit sharer. Be silent and you'll 
be sorry. 

There’s ample evidence that public 
interest in foot health has reached a 
new high. 

More people than ever are con- 
cerned about their feet—and where 
to get shoes and service that assure 
foot comfort. 

You can readily appreciate the 
importance of selling your store as 
a foot health center during National 
Foot Health Week—if you are 
equipped to “fit feet to keep feet fit.” 

Furthermore, when we wrote in- 
quiring about the date for this na- 
tional promotion, hundreds of mer- 
chants told us—“Right after Easter. 
Even if Easter is late; it’s a natural.” 

In more communities than ever, 
shoe merchants are planning a co- 
operative promotion. Fine. United 
effort permits a more compelling 
campaign. 

But, whether you are participating 
in a cooperative program, or “going 
it alone’—be sure that your com- 
munity knows that your store is a 
foot health center. . 

Plan a complete campaign of your 
own—newspaper ads, direct mail, 

window display, displays in the 
store, and such special features as 
“Free Foot Analysis” — adopting 
your program to tie-in with the co- 
operative promotion, where one is 
planned. 

Use a special window display. Of- 
ficial apple green and black Foot 
Health Week posters are available. 
They’re printed on white paper. A 
green background panel will set off 
both posters and shoes. Also use 
show card messages to point out the 
special features of your shoes and 
service. 

Trim up your store with green and 
white and use posters. Get your 
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Make Your Store a 


feature shoes out where people can 
examine them. Have cards to ex- 
plain their features. 

Pep up your salespeople. In store 
meetings, review the things they 
should know, and remember to ren- 
der real foot-fitting service. 

BE SURE YOUR STOCK IS 
SIZED UP! 

A free foot clinic is a good fea- 
ture. Have a chiropodist in your 
store at stated hours, and invite the 


public to have free foot examina- 
tions without any obligation to buy. 

Or you can advertise “Free Foot 
Examination Certificates” to be 
called for at the store (get names 
and addresses) and presented to a 
local chiropodist at certain hours on 
certain days—preferably in the eve- 
ning. If you’re equipped to do it. 
your own staff can make these free 
examinations. 

Send out postcard or letter an- 
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Foot Health Center 


nouncements of Foot Health Week. 

Use newspaper ads—not just a 
casual line “Foot Health Week,” but 
a real message regarding your shoes 
and service. 

A simple contest: Award prizes 
for making the most common words, 
using the letters in the name of your 
feature shoe—or the shoe and store 
names combined. 

Special evening meetings—sub- 
ject, “Foot Health and How to Have 


It”’—to which you issue invitations, 
would be a good idea. 

Folders on foot care make a timely 
and welcome feature. 

The importance of participating 
in National Foot Health Week en- 
thusiastically cannot be too strongly 
emphasized. It is your opportunity 
to get immediate feature shoe busi- 
ness, and to acquaint more people 
with your shoes and service. 

Public interest in foot health has 


It's a ‘'natural''—this Foot 
Health Week slogan—"HOW 
ARE YOUR FEET TODAY?" 
It compels attention, and 
thought. Play it up in your ads, 
on salespeople's badges, in 
your windows, as outdoor signs 
—Tie it up with the colorful 
poster, and set the whole town 
talking about Foot Health Week. 


reached the point where you cannot 
afford to ignore it, or be casual 
about it. 

The stores that put their shoes and 
service in the spotlight through keen 
promotion are the ones that will 
reap the benefits of this, the greatest 
National Foot Health Week. 


Pithy Paragraphs for Ads and Show 
Cards 


When you try to fool your feet, 
the joke is on you. 

* * * * * 

Guard your children’s foot health. 
Of thousands of school children 
examined by members of the Foot 
Clinic and Pedic Society of the State 
of New York, 70 per cent of the girls 
and 60 per cent of the boys had foot 
defects. 

* * * * * 

Good feet are the first step to good 
health. 

* * * * % 

Ninety-five per cent of all children 
are born with normal feet. Proper 
care during growth and development 
will give them a very fair chance of 
enjoying normal feet the rest of their 
lives. 

* * * * * 

An old time shoe man said “when 
the sap in the trees begin to run, 
then corns, arches and bunions have 
their fun.” 

* * * * * 
Good health is largely dependent 
[TURN TO PAGE 51, PLEASE] 
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EXTRA SALES 


UR customer wants shoe 
economy— extra-wear. 

You want extra sales. 
All right, here’s your chance to 
fill both wants at the same time. 
Simply sell shoes with Goodyear 
Wingfoot Soles. No sole ever built 
can beat them for wear. 


Your customer gets what he wants 
through the extra-wearing econ- 
omy that has made Wingfoots the 
fastest-selling soles in America. 
You get what you want because 
customers come back for shoes 
that have a long life, that serve 
well by wearing well. 
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Venture Into Adventure 
Of Business 


THE almost divine curiosity of creating something for the thrill and appreciation of 
its ownership must be brought bick to America. We have standardized much too 
much. We have made similar—all breakfasts, all transportation in cheap cars, all 
clothing for men. Where is the audacity in design and particularly in the use of 
color, that will give us back the individuality of selection, for it is in that return of 
individuality of selection that will come a refreshment of the work stream of many 
people who, for the moment, will remain unemployable because machines have in- 
creased their efficiency in the making of standard, close to subsistence goods and 
services. . 

Today we preface too much of business action with the necessity of assuring a 
positive profit, adequate to cover all costs, charges, taxes, etc. Salesmanship is 
checked with so many cautions that it has lost its audacity. The venture is out of 
the adventure of business. Even business itself is spending most of its time in 
Washington in efforts to sell government projects that will lead to production and 
profits. The government is one thing and business another. Government is putting 
crutches under many businesses that should be standing on their own’ feet or, if they 
must fall, let them go—to make way for brains, salesmanship and the creation of 
new and better things and services. 

Can you imagine a country that is spending half a billion dollars a month to 
stimulate employment in business—spending all that money as an aid to business, 
when less than 18 per cent of that money goes to the worker in wages. Then we 
proceed to raise the prices of foodstuffs and every other commodity and useful ser- 
vice, thereby draining the purchasing power and continuing the vicious spiral of 
less and less goods and services. It is time to separate the relief stream from the 
work stream. It is time for business to “go to business,” and not “to Washington.” 

I have heard it said: “Owe $5 and be a piker; $500 and be a business man; 
$5,000,000 and be a banker; $5,000,000,000 and be a government.” What I would 
like to know is the term to apply when America owes $50,000,000,000 and is bank- 
rupt. If things go on as they are, we will live to see it, for the government is playing 
too big a part in business and business is playing too little a part in its own affairs. 

But now we are in one more Springtime—the Springtime of opportunity. We 
have, at this moment, one of those favorable conjunctures of circumstances in which 
if both business and government would take the right steps soon enough we might 
begin to move with some speed toward a genuine recovery brought about by normal, 
economic causes. We must not let this present opportunity slip away. If business 
could separate itself from the stream of government thought, so that it could venture 
and adventure in trade, so that it could build up purchasing power, then it could 
move down the path of progress. 

In actuality there are many favorable conditions at the moment, even on the 
subject of relief—for Springtime and favorable weather lies six months ahead. A 
good deal of deflation and liquidation have taken place. Many debts have been paid 
off. The purchasing power of the farmer has increased. 

Credit is obviously ample. A vast reservoir of needs by everyone can be filled. 
New industries appear. We can widen the distribution of present products to larger 
groups of purchasers and create and invent new things desirable to the public. That 
is, providing we develop a sense of proportion and take pride in our neighbors’ 
purchases. Less of the spirit of envy and more of the spirit of appreciation of what 
happens when people with money buy distinctive and glorious things. The wealthy, 
too, must be served. Let’s sell “purchasing power.” Let us stimulate the pride 
of possession. 

We must all face the problem of obtaining a sustained rise in business activity 
right here and now. It can be made a Spring push in the right direction. The right 
influences will create a renewed purchasing power. Let us learn to venture and 
adventure without waiting for the profit prospect to be clarified by accountants before 


the effort is made. ; 
Put the burden of business recovery onto business and give the government the 


responsibility of honest relief. 
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THE FASHION WORLD MOVES ON 


Today —styie is synonymous 
with freedom and comfort. In 
step with modern fashion 
comes the most revolutionary 
advance in women’s style shoe 
construction... 


Brownbilt 


AIR/STEP 


Shoes for Women 








Air-Step Shoes are taking the lime- _ these unique shoes that cushion 
light from coast to coast. Never every step. 
before has a line of shoes swept _ Representatives are now in the field. 
into such overnight popularity. Let them explain the details of 
Fashion writers are acclaiming their _ this revolutionary construction that 
sleek smartness. Retailers turns hard sidewalks into 
are ordering and re-order- TO RETAIL soft carpets. A letter or 
ing. Women everywhere (ym wire to us will bring a 
are chanting the praises of : 5 representative promptly. 


~ 


Wwowde Sass Goungaray 


MANUFACTURERS - ST. LOUIS 
Note: Brown Shoe Company Owns Exclusive United States Rights to Manufacture These Shoes 
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NORMAN D. MATTISON, M.D. 


IN his open letter to Mr. Hack, 
Dr. Mattison says: - 

“You have assembled in a new way 
some well-known facts relating to shoes 
and walking. You have restated these 
facts in a manner which will com- 
mand wide interest and respect. As a 
shoe inventor, interested in walking 
and in proper shoes for walking, | 
congratulate you as a pioneer who 
will be heard afar, as one whose pre- 
cepts will be followed—as far as they 
be at present. 

“You ask the question as to how 
walking is to be sold to the public. 
As a shoe man, you are interested 
to know how the populace can be 
induced to walk more—which 
means riding less—and thus wear 
out more shoes. This is indeed an 
open beginning to a more-or-less 
closed subject: I admire you for 
your courage and frankness. 

“The capable presentation you have 
made of your subject of walking, how- 
ever, will fail of much of its objec- 
tives. It will not fully succeed for 
the same reason that so much of in- 
tended “constructive criticism” fails— 
you have obviously made constructive 
suggestions, but you have, also obvi- 
ously, neglected to criticize. 
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No Other “ism,” but 
PEDESTRIANISM 


START "SELLING WALKING" TO GET MORE SHOES SOLD for 
if the industry ever expects to get more shoes sold, it must deliberately 
campaign for walking and fight for pedestrianism. 

"Walk for Health and Beauty" was proposed for the shoe industry by 
Nathan Hack of Detroit, in the March 9th issue of the Boot and Shoe 


Recorder; and he went on to say: 


"Some people might interpret my desire to have people walk more as arising 
from hope to see people wear out shoes more quickly. Well, maybe that's partly 


it, and ‘that certainly is one way to increase shoe consumption. 


But, there is 


another, mote important aspect of this, our duty to the public, our customers 
and ourselves. That rests in the fact that walking, as such, has become a lost art. 
With it has gone the consumption of walking shoes." 


Now Dr. Norman D. Mattison, M.D. recommends that the shoe industry 
declare itself as a competitor to the automobile so as to encourage more 


walking and less riding. 


“The one outstanding conclusion you 
make, one which is of interest to every 
one connected with the shoe business, 
is to “see how other industries solve 
their increased sales problems.” This 
is progressive and sensible economics; 
and is comparable in soundness with 
the statement made some time ago be- 
fore a chamber of commerce in a far 
western city. The speaker was an as- 
sociate director of the Bureau of Stand- 
ards, in Washington. 
fect, that the greatest competition is 
not within an industry itself, but from 
related or competitive industries. 

“Here, Mr. Hack, is the crux of 
the whole matter. You have in 
your lifetime seen the strongest 
competitor of the shoe business 
grow up from zero among our 
basic industries to undisputed first 
place. I refer, of course, to the 
automobile. During this term, 
shoes have moved serenely along 
in a position varying from ninth to 
thirteenth—the former, their pres- 
ent place in our basic industries. 

“I wonder if the shoe business years 
ago gave even passing notice to the 
automobile as it thundered by. I won- 
der if shoe men, even at this late date, 
ever train their long-distance glasses 
to have a really good look at their 
keenest competitor yonder down the 
road—the road called Opportunity? 


He said, in ef- 


And so, Chairman Hack, this is the 
direction I would propose you and 
the other economists in the shoe in- 
dustry may well follow toward the 
determination of sales problems and 
the increase in volume of sales. Your 
quest will carry you and them through 
the unfolding of plans and projects 
made years ago by ones of far-reach- 
ing vision into the years ahead—the 
problem of increased production and 
consumption of automobiles, which 
could only be solved if adequate high- 
ways were available. 

“Did the automobile executives, 
engineers, and economists spend 
vast amounts of time and effort 
and money on adding style to per- 
formance of their products? Ob- 
viously, they did not. They went 
into a huddle in their respective 
research laboratories. And, in or- 
der further to increase consump- 
tion, they did not hold style shows 
every so often—they had roads 
built, more roads, bigger and bet- 
ter roads. They developed by far 
the greatest advance in national 
and local highway construction in 
any like time in our modern civili- 
zation. And remember, Mr. 
Hack, when they built these thou- 
sands of miles of highways and 
byways they, at exactly the same 

[TURN TO PAGE 5], PLEASE | 
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DR. HENRY A. GARTNER 


ONE MINUTE BROADCAST ON 
FOOT HEALTH WEEK 


Beg, borrow or pay for a minute—stolen 
from somebody else's radio time to send 
this message to the public April 22 to 27. 

Here it is—60 seconds:— 

“How Are Your Feet Today" is a ques- 
tion that we can ask everyone within sound 
of our voice for whatever the answer may 
be there js an opportunity this week to 
step into every shoe store in America for a 
consultation on the right shoes to make your 
feet feel better. 

Something happens to the feet of men, 
women and children in Springtime. You 
may notice it yourself for foot pressure in- 
creases at this time of the year. The cold 
of Winter seems to contract feet, while the 
warmth of Spring seems to expand them. 
So if your shoes feel tight or troubled, con- 
sult your local shoe man so that he can help 
you during Foot Health Week April 22-27th, 
the one week in the year when you should 
check up your foot power to make more 
useful, more comfortable and more attrac- 
tive the footwear that serves you so well. 

Remember, one pair of feet must last a 
lifetime. Take good care of yours this 
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What You Can Say 
In Two Minutes 


On the Air 


Now, on the air, through WMCA, 
is Dr. Henry A. Gartner, podiatrist, 
in a broadcast of not over 230 words, 
five nights a week at 8:45. An amaz- 
ing number of subjects relating to 
shoes and feet can be told the pub- 
lic in two minutes, five nights a 
week, 

Dr. Gartner talks on practically 
every phase of human use of feet and 
shoes. He talks about the feet of 
policemen, boy scouts, women at 
work, the laborer, the professional, 
the desk worker, and tells about the 
development of posture, climatic 
changes and their influence on feet 
and shoes. 

When the fan mail started to come 
in, Dr. Gartner discovered that his 
radio talk was made more interest- 
ing by a statement of the question 
asked, followed by his answer there- 
on. A typical radio talk, as given 
by Dr. Henry Gartner, last week over 
station WMCA is as follows: 

“I want to read a letter from Miss 
Q. of Brooklyn, New York: 


“Dear Doctor: I am a junior in 
a High School in Brooklyn and I 
have been forbidden to enter the 
swimming pool because the in- 
structor says I have ringworms of 
feet. Will you kindly tell me 
what I can do to get rid of this 
condition?’ 

“Your condition is common and 
is known as Athlete’s Foot. Almost 
everyone who uses a swimming pool, 
a golf club, an athletic club, or any 
place where there is a common dress- 
ing room, has the infection upon their 
feet. 

“Ringworms of the feet are caused 
by a vegetable parasite, which 
similar to the well-known mold that 
grows on stale bread. In addition 
to living on the human body, it can 
probably live and grow elsewhere 
and can resist drying for a long time. 
Anyone can be _ affected—whether 
well or ill. Food has nothing to do 
with the disease. Even the much- 
talked-of acidosis can hardly.:be cred- 
ited to be the cause. 

[TURN TO PAGE 46, PLEASE] 


Cooperative Foot Health Week Ads 








Free Yourself 
of Unnecessary 


Foot Troubles 
DURING 


‘FOOT HEALTH 


oft when 
; on erie es eae 


NATIONAL 
Foot Health 
Week 


VERY, very: very few people enjoy absolute free- 
dom from foot troubles; FOOT HEALTH 





Bring Your Foot Comfort Problems to These 





Foot Problems . . . No Obligation! 


the attention of physician is required they will tell 
er 


person who values his or her heslth should 
tebe Sons in a chshap of has fot ond om Seog 
FOOT HEALTH WEEK. : 


Any Of The Reliable Shoe Merchants Listed Below Offer Advice On 


Regl'no Shoe Company 


Shoe Merchants For Economic Soba 


Any of tha merchants below wil be otal to have you oumnt 0S 
reqgyrement 


129 Chapel Sereet 





Springtime. Join the Foot Health parade 
leading to the shoe stores of America, where 
this service is rendered during National 


Foot Health Week. 


Rosenteld's Shoe Store. 
TAL Chapel Servet 

ow Pee = Ton Comer 

Walk-Over Shoe Shop 
190 Cheer! Soe 





Guard Your General Health by Periedic Protessional Poot Inapection 





‘Guard Your General Health By" Periodic Foot Inspection! 
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THE 500 BEST RETAIL SALESMEN OF 
ENNA JETTICK SHOES WILL WIN 


NEW AUTOMOBILES 
AND $8,000 IN CASH 


in a Great Nation-wide 
Salesmanship Contest 


Who are the best 500 Salespeople Selling Enna Jetticks in America? 
Enna Jettick is going to spend over $10,000 to find this out. 


Every buyer is getting his stocks ready to help his salesmen or saleswomen 
share in the prizes of this great country-wide Contest. 


Every shoe salesperson will join in this hunt to find the 500 best shoe 
salesmen of Enna Jettick $5 or $6 Shoes. And every salesperson will want 
to know that he belongs to the prize 500. 


Every contestant will want to read the April issue of the Enna Jettick 
Retailer for full information and complete rules about this big prize- 
winning contest. If you haven’t been receiving the Enna Jettick Retailer, 
write, wire or phone Advertising Department, Enna Jettick Shoes, Inc., 
Auburn, N. Y., and make sure you are on the list for the Contest Issue and 


the ones to follow! 


There are just a few more days for everyone to get ready for this exciting 
Enna Jettick Salesmanship Contest—which starts Monday morning, April 
1st, and continues for NINE GREAT SELLING WEEKS and ends with 
the closing of stores on Saturday, June 1st. 


ENNA JETTICK SHOES, INC. 


AUBURN, N. Y. 
AMERICA’S SMARTEST WALKING SHOES GO PLACES COMFORTABLY 
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BIG SPACE, 
BRIGHT PICTURES, 


BRIEF COPY 


That Seems the Story in Spring Shoe 
Make a Strong Bid for Better Business 
Advertising, as Enterprising Stores 


H ERE are some of the most striking of the recent 
retail shoe ads we have clipped from newspapers East 
and West, and while much of the detail is lost in reduc- 
tion, they give a fairly accurate idea of the style and 
character of retail advertising that is being used by 
up and doing shoe and department stores the nation 
over. Style predominates in these advertisements, and 
that’s particularly true of advertising from the South 
and Southwest, where Spring arrives earlier and re- 
tailers are several weeks ahead, of the Northern cities 
in their calendar of Spring promotion. 

The Southwestern merchants, particularly, are using 
big space ads, even full pages in some instances, to 
show the amazing variety of styles and types of foot- 
wear on the market this season for every sort of pur- 
pose and occasion. Reports from Texas and the South- 
west indicate that high style and high color are coming 
back into their own in a big way, and the advertising 
reflects the spirit of renewed optimism and care-free 
abandon that is said to characterize many of the com- 
munities of this dynamic region. These ads show a 
multitude of shoes in all sorts of patterns and designs, 
with a lot of emphasis on the sandal types that promise 
to form such a colorful sector of the Summer fashion 
picture. 

With smart styles coming back into the men’s branch 
of the shoe business also, one wonders why the man 
doesn’t get a little better break when the advertising 
appropriation is being spent. For the men’s shoe ads 
are few in number, comparatively speaking, the space 
devoted to them is much smaller, and they’re much 
more sedate and dignified in general appearance. Per- 
haps men are due for a break a little later on, due to 
the fact that they’re a bit more bound to the calendar 
and not so much inclined to don Spring apparel a few 
weeks ahead of the season. We surely hope their turn 
will come, for how can we expect to stimulate men’s 
shoe selling unless we’re willing to hazard a few adver- 
tising dollars in telling mankind what manner of shovs 
we have to sell? . 
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THAT means that these shoes have style, 
and the scientific construction which 
permits your customers to have a light, 
youthful step. Select your stock from 
more than 100 models which include sport, 
town, afternoon, and informal evening 
shoes. All have corrective features, yet 
their ‘‘comfort’’ is pleasantly disguised by 
the latest fashion trends in shoes. 

Air-O-Pedics retail for $6.50. If you are 
interested in an Air-O-Pedic franchise 
which permits liberal profits for your store, 
write for further information to the 


AIR-O-PEDIC SHOE CO., BROCKTON, MASS. 








NINE REASONS WHY 
AIR-O0O-PEDICS 
WILL INCREASE YOUR PROFITS 


l Correct fit: Air-O-Pedic 

lasts allow the ball of 
the foot to fall in its 
natural position. 


2 Metatarsal arch sup- 
ported without strain. 

3 Air-O-Pedic arch: Com- 
fortable, because it’s 
scientifically correct. 


4 Steel shank: Air-O- 
Pedic’s scientifically 
designed arch is. pre- 
served by a steel shank 
which will withstand a 
weight of 300 pounds. 


5 Extra ease for cuboid 
bone: Ample room here 
alances the 

weight between the 
ball and heel-tread, 


keeping the foot in a 
normal position. 


5 No slipping: no gap- 
ping: Air-O-Pedic 
Shoes fit securely. No 
chafing and no friction 
to wear out hosiery. 


7 Non-binding vamp and 

throat line: Gives com- 
fort and relief at an 
important point of 
pressure. 


8 Cushioned heel rest: 

Air-O-Pedic heel rest— 
a shock absorber at 
every step. 


g Newest styles in all the 
wanted colors and 
materials. 





AIR-0O-PEDICS 


WALK ON AIR 


IN AIR-O-PEDICS 
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Pictures tell the sfory of Spring styles in this season's shoe ads. Some attractive layouts and illustrative treatments clipped from 
newspapers East, West and Southwest. 


The kind of copy shoe store advertising men are using 
to describe and dramatize this season’s styles is just 
about as varied as the shoes themselves, but for the 
most part it reflects a purpose to tell the public about 
the use of shoes and to glorify the glamorous styles, 
not as Spring shoes simply, but as a vitally essential 
part of every smart ensemble. For example, Oppen- 
heim Collins, New York, say in advertising their cus- 
tom-made line: 

“They may buy their dresses in Paris 
Chanel or Schiaparelli . . . but year after year . . 
smart women return to O.C. for Henning bench-made 
shoes. It’s not surprising. Henning styles are really 
inspired . . . they’re so well-fitted that your feet feel 
light-hearted in them so classic that they can 
never be ‘dated.’ A slimly tailored shoe that will go 
perfectly with your fur-trimmed suit, your printed silks, 
your redingotes. Of ‘hiya’ cloth with patent leather, 
blue or brown calfskin, or brown crushed kid. Just 
one of an irresistible group . . . at 12.50.” 

Tying in smartly with this Spring’s tailored trend, 
Stern tells New York women: “Your feet will look as 
trim and tailored as your new Spring suit in either of 
these spruce Debonairs. The oxford is of calf, with 


from 


braided patent toe and side. The calf two-buckle has 
a most interesting basket weave effect. Both styles in 
blue, black or brown, 6.75.” 

Announcing a “new jabot stepin,” B. Altman & Co., 
Fifth Avenue, declares it’s “designed by a famous 
French bottier for Altman, and nobody else, with a 
soft suede inset that makes the foot look smaller and 
prettier . . . in 15 color and leather combinations to 
go with any Spring costume. 13.50.” Here is an inter- 
esting trend in shoe merchandising by the more exclu- 
sive shops, quite a number of which are now featuring 
styles and patterns confined to them, at least within 
their own trading radius. A number of New York 
stores are advertising such exclusive lines and styles. 

“‘Brogies’ walk off with the walking shoe honors,” 
declares Joske Brothers Company of San Antonio, 
Texas, of their Florsheim low heel line for Spring. 
“You'd expect this famous stylist to do something like 
this. And they’re eloquent proof that Florsheim can 
lift a shoe out of the ‘just another walking shoe’ class 
—by giving it freshness in design and treatment. 
You'll love low-heeled ‘Brogies’ with your swagger 
tweeds, your town tailor-mades.. They’re not only cor- 

[TURN TO PAGE 54, PLEASE] 
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POLL PARROT 
MARCHES ON! 


with a new line of welis 
POLL PARROT 


ENRCEl MEMES 


built to retail at popular prices, 
much lower than their features 
indicate. Every shoe is all-leather 
assuring long wear and cus- 
tomer satisfaction which means 
they build repeat business for you. gar 


NOTE THESE SELLING POINTS 


supports and protects arch structure from 
severe strain. Arch Makers are made in 
flexikle or rigid shanks. Available only in 
rigid shank patterns. Rigid shanks can be 
had with or without molded insole. 


Dual Resilient Heel 


protects against run-over heels, makes heels 








wear evenly. A considerable aid to weak 
easy turning ankles. Guides the foot 


straight forward. 


Three Point Suspension Last 


scientifically designed to meet recommen- 
dations of latest approved features benefi- 
cial to the growing foot. Wide range of 
widths AAA to D. Large range of patterns, 
leathers and colors. 














p 
U UJ : 


full grained bleached calf... no seams to 


rub heels. 
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SIZES AND WIDTHS 


Size schedule for stock wer Ww — 


numbers: 1314, 1520, AA 4 to9 


1325, 1112, 1313, 1324. A 4 to9 
B 2 to9 


Size schedule for all Tango and Malibu Pumps 


AAA 5¥%to10 Malibu Lowh . 
at a. ee Tango Flexible Instep Pump 


AAA 4 to10 Malibu High heel ne raters 
AA 3 to10 stock No. 1317 ere is the famous patented flexible in- 
A 2% to 10 Tango high heel only step that women demand from coast to 
B 114t010 stock No. 1316, all in coast. Full freedom for walking or danc- 
C 1% to 10 whies ted. . ing — no more disfiguring bulges, binding, 
a i or tightness across instep. Available only 

in the Tango and Malibu Pump. 














| 
* ee 4 
v 
WM L 
PARADISE DEALERS: Write for new Summer window trim 


SRAUER BROS. SHOE COMPANY, St. Louis, Mo. 


When writing advertisers please mention Boot and Shoe Recorder 
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Shoe Descriptions and 
Prices 


9 rH a Pp di 
There’s Profit in Paradise! TERMS 5%, 30 DAYS 
NOTICE: An additional charge of 
Ces ro ' ’ P 15¢ per pair on all orders for less 
This new instock service is offered in than 4 pairs assorted. 

4 No. 1316 Ea ory Instep 

mp — $3.2 
pursuance of the Brauer Bros. policy wine Kid 198 Last 
: : be 19/8 Louis Heel. 
to help dealers eliminate expensive 1925 Elie —25,50 
Thi cid. 178 Last. 
markdowns. Instock numbers ready 17/8 Continental Heel. 
: ° ’ Avilla — $3.40 
for delivery April 5th. Please forward White Necdgrain, 208 
Last. 20/8 Continental 
all orders promptly. Heel. 
Malibu Flexible Instep 
Pump — $3.25 
White Kid. 158 Last. 
15/8 Continental Heel. 
Same as No. 1327 ex- 
cept over 195 Last, and 
19/8 Continental Heel. 
Carol — $3.60 
White Kid. 195 Last. 
19/8 Continental Heel. 
Ora — $3.60 
White Kid. 169 Last. 
16/8 Cuban Heel. 
Ora — $3.60 
White Kid. 208 Last. 
20/8 Continental Heel. 
Diane — $3.30 
White Irish Linen, 178 
Last. 17/8 Continental 
Heel. 
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mE RETAIL 








YOU should advertise 

vigorously and often 
during this pre-Easter season. 
If you have a daily newspaper 
use it at least two times a 
week! The best way is to plan 
your entire advertising pro- 
gram in advance —and then 


STICK TO IT! 


™ IN changing your win- 

dow displays today for 
the week give emphasis to the 
nearness of Easter by cards on 
the background panels saying 
"2 Weeks Until Easter" or "12 
Days to Choose Your Easter 
Shoes." Then change the nu- 
meral each day. 


12 TONIGHT'S big ad 
should say “Easter Is 
Just One Week Away" and fol- 
low with a little selling talk 
on choosing footwear before 
the last minute rush. Play up 
three or four of your best 
numbers — and don't overlook 
Hosiery! 


1 NOW for a BIG three 

weeks of selling before 
Easter. Are you ready? Have 
you plenty of stock? Are your 
window displays as INTEREST- 
ING as you can possibly make 
them? Is the store interior 
bright and inviting with plenty 
of style displays? 


TONIGHT there should 

be a big, attention-get- 
ting ad on Easter Footwear 
Styles. Select the most inter- 
esting illustrations available 
and don't crowd your ad full 
of type. Use plenty of white 
space. Make your copy SELL- 
ING copy—and be brief! 


SEND out a broadside 

or mailing card this week 
featuring your best selling num- 
ber of women's silk hosiery. 
Name a price on boxes of 
three pairs, and invite mail 
and telephone orders from 
those who do not find it con- 
venient to come to the store. 


13 HOSIERY and hand 

bags (if you sell them) 
should be interestingly dis- 
played on tables in the front 
of the store today. You will 
pick up a lot of extra sales in 
this way to swell your Saturday 
sales volume. 


9 WHAT is your big selling 
price on women's shoes? 
Let's say it is $6.95. Get up 
an interesting, colorful mailing 
card reading, "Your New Easter 
Shoes, in the style you prefer, 
are waiting for you here—at 
$6.95" and mail it today. 


5 YOUR Saturday win- 
dows should tie in with 
your ad of last night. Window 
specials should not be neces- 
sary but everything on display 
should be plainly priced. Be 
sure hosiery has a "front seat" 
in your windows—this is the 
big hosiery selling season. 


10 THE day for your week- 

ly check of stock. And 
when checking look ahead to 
the selling season AFTER Easter 
and make sure you are going 
to have complete stocks of 
wanted styles and colors to 
meet all demands at that time. 


3 STOCK checks were 

never more important 
than now, during your big sell- 
ing season. Do a thorough job 
today, making sure you have 
ALL the sizes and ALL the 
colors that are going to be in 
big demand during the next 
two and a half weeks. 


11 DON'T miss the op- 

portunity to build up 
your mailng list during this 
busy season. See that every 
customer is asked if she is on 
your mailing list. If she is, 
check the card with her to see 
that it is correct. If not, add 
her name. 3 


15 THE window displays 

for this week are very 
important. When you've com- 
pleted your trim go outside 
and look at it and ask yourself 
if it is GOOD ENOUGH! Will 
it STOP the passer-by? Will 
it turn window shoppers into 


BUYERS? 
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Calendar for 
April 


To Produce More Profit Through Planning 





16 IT'S not too late for 
one more mailing to 
stimulate last-minute Easter 
buying. A mailing card headed 
"A Reminder” with a brief 
mention of one or two of your 
best values and the short time 
to buy before Easter will help. 


9 THIS should be a ban- 

ner day. Have you 
plenty of selling help? Tonight 
before you go home take out 
your windows and put in a 
display for National Foot 
Health Week. This should be 
all planned and ready. 


94 THE day for checking 
stock again —and to- 
day set out all the shelf-warm- 
ers and turn-killers and knock 
the prices down to a level you 
are sure will move them in a 
hurry! They will make good 
Saturday leaders. Run an ad 
on Foot Health Week. 


17 CHECK your stocks 

again today, with two 
things in mind. First, what 
shape will you be in AFTER 
Easter? What do you need? 
Perfect your plans for National 
Foot Health Week, April 22- 
27. 


95 GOLF season is here. 
How about adding a 
couple of good golf ball values? 
They will give you some extra 
volume, and what is more im- 
portant they will serve as ex- 
cellent "bait" to get men into 
your men's shoe department. 


99 ISN'T it just about time 
for the first WHITE 
window? It depends somewhat 
on locality and weather. Even 
though it is a little early for 
actual wear you will find such 
a window will create interest 
and start quite a little demand. 


18 THIS coming summer 

promises to be a big- 
ger WHITE season than ever. 
Will you be prepared for the 
first calls? And how about 
white shoe cleaners? They will 
be big sellers too, particularly 
the white cleaning prepara- 
tions. 


99 NO doubt you will 
want to make some 
window changes today to im- 
prove that quick trim you put 
in on Saturday night. It's time 
to be playing up sports foot- 
wear—but the big push should 
be on Foot Health Week. 


96 WHAT can you adver- 
tise tonight that will 
help tomorrow's business? 
Sports footwear? Children's 
shoes? Your men's line? Per- 
haps the last two named were 
neglected during the Easter 
selling. If so a little publicity 
tonight will be very timely. 


30 TOMORROW begins 
a new month, and with 
it comes the beginning of the 
it comes the beginning of 
the Summer selling season. 
Whether this will be a BUSY 
season or not depends on how 
you plan for it. Why not sit 
down today and make those 
plans? 


19 THE last Saturday be- 

fore Easter calls for a 
big, powerful ad tonight. And 
it must be a SELLING ad that 
will make folks want to come 
in tomorrow for new shoes and 
new hosiery, Concentrate on a 
few numbers—your best sellers! 


93 IF you made an effort 
to add new names to 
your mailing list during the 
Easter selling season this would 
probably be a good day to 
check the list over thoroughly 
and get it organized for effi- 
cient use later. 


97 IF you took some mark- 
downs in Wednesday's 
stock check why not use these 
items today for "window lead- 
ers?" Get them right up front, 
with attention-getting price 
cards and you will probably 
clear most of them out by 
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Bookkeeping made so simple that 2 high- 
school boy would have difficulty in making 
errors of entry. if he fellews the guide 
written in every-day language. 
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The Most Complete Reeord 


ef Finances in the Most Convenient Form 


CONSISTING OF: giving you at a glance your net profits over any peried 
Complete Bookkeeping to date, and any detailed information you may require. 
Guide— 








Daily Records— The least entries—the least work — 


Departmental Records— 


Coppemtive: Giemem of the least chance of confusion or error. 
Daily Record of Salesmen— Sales DAILY— Receipts 
Cemparative Trial Balance— Sales Compar- WEEKLY. Disbursements NEW GOVERN. 
Cloth board loose leaf binder. ison = Itemized Over- pole 
Cost of Sales ( MONTHLY ) head pet AC- 

$1 @Q-50 Complete Returns FIGURES Net Earnings COUNTING 
Postage Prepaid USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC- be oo 


ORD, IT GIVES Y Y 
(Check with order, please) = Ry THE BUSY STORE ACCURATE RECORDS OF EVER 


Uniess C.0.D. shipment 
is preferr ONE SET COVERS TWO YEARS’ REQUIREMENTS OF AVERAGE STORE. 











REFILLS IN 
STOCK. 





Merchants Serviee Dept. | <——@ MAIL THIS TODAY 
209 South State Street 
Chicago, Ill. 


row ots im orcs corr | ROOT ax» SHOE RECORDER 
for which find check enclosed for $10.50. | 





—Please send me sample sheets fer inspection. 


MERCHANTS SERVICE DEPARTMENT 
209 South State Street—Chicago, Il. 


When writing advertisers please mention Boot and Shoe Recorder 
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The lightness of the Celastic Box Toe 


_ makes it ideal for the Summer-weight shoe. 


Celastic is flexible across the tip line and 


eliminates loose and wrinkled linings. 


Shoes equipped with Celastic Box Toes feel 


better, look better, and wear better. 





UNITED SHOE MACHINERY CORPORATION | 


BOSTON, MASSACHUSETTS 





THE QUALITY BOX TOE 
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National Shoe 





"The matters discussed on these pages are solely the expression of the National Shoe 
Retailers Association." 





Organize for Representation Against Drastic Legislation! 


F the shoe retailers of this country were more completely 

organized, the much heralded and powerful farm group 
and numerous well-organized national industrial groups would 
have a formidable power with which to contend. We would 
be a greater factor in every city and state in the Union, as 
well as in National legislative bodies in combating laws that 
are detrimental to retailer interests. 

We, as a National Association, together with about fifteen 
other National retail associations, recently joined the re- 
organized Retailers National Council (a super-national organ- 
ization) so that we would have numerical strength in fighting 
bills detrimental to the retailers of the country. YOUR 
MEMBERSHIP IN OUR ASSOCIATION WILL HELP US 
to continue to be a part of the Retailers National Council, 
which we feel certain will soon be a great influence in 
National affairs affecting retailers. 

The Nation must be made to realize that: “ONLY 
THROUGH THE SUCCESS OF THE RETAILER CAN 
PROSPERITY RETURN.” 


We find the $5.00 member expects the same service from 
his association as is rendered in other retail organizations 
where dues are from $100 to $5,000 per year. 

There are more than twenty-five thousand shoe retail out- 
lets in the United States . . . yet we find it a tremendous 
job to collect a few dollars in dues from each in order to 
maintain our Association. 

Consequently, I often wonder what is going to happen to 
the small retailer. He ignored the value of governmental 
representation through his trade association. He complains 
about legislative oppression, yet is not willing to contribute 
a membership fee so that the proper protest can be brought. 

It is true, we have collected thousands of dollars in dues, 
but the cost to obtain this has always been more than the 
amount received—and when we get through, all we have is 
numerical strength—and a financial loss. 

Each year we have to put on a strenuous campaign to 


collect dues. The expenditure for the membership campaign 
interferes with our many legislative campaigns. 

At present there is a bill before the House of Represen- 
tatives in Washington, known as the “Connery Bill”—and a 
companion bill before the Senate, known as the “Black Bill.” 
If these companion bills pass and the President signs them 
(which is probable) instead of forty—or forty-eight hours 
work-week—we will be on a thirty-hour work schedule. If 
these bills pass, it will add about 25 per cent to the selling 
price of every pair of shoes! 

We are protesting legislation in South Carolina and Massa- 
chusetts, which, if adopted, will not permit any retail store 

“... to apply or fit a mechanical appliance made of 
steel, leather or felt, or any other material or to insert 
in the shoe for the purpose of treating foot diseases, 
deformities or pain” 

Interpretation of this law could very easily be construed to 
include all “feature” and orthopedic shoes, branded or un- 
branded. 

There is no telling what day similar legislation will be 
proposed in your State. And if it wasn’t for the NATIONAL 
SHOE RETAILERS ASSOCIATION, in many instances, 
no organized voice would be heard against these harmful 
and unwarranted proposals. 

A “Pure Shoe Bill” has been presented in Washington and 
similar bills have already been or soon will be presented in 
many states. A committee is now making a study of some of 
these bills and a report of the decision will soon be made. 

We are protesting the “30-DAY TRIAL OFFERS” on shoes 
which are appearing in daily newspapers all over the country 
for we believe this method of selling shoes should be dis- 
continued. 

Not a business day passes that your organization is not 
working in your interest. We are always a source for in- 
formation and style forecasts, a counsel in legislative matters. 

JOIN YOUR ASSOCIATION NOW! 

JOHN J. HOLDEN, 


Manager. 


























"The Barometer of business in the retail shoe store indicates the economic health of the industry." 
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Retailers Association 





Service Center—3022 Empire State Building, New York—John J. Holden, Manager 





N.S.R.A. Style Conference Draws Fashion Experts 


N Monday and Tuesday, April 29th and 30th, the shoe 

men of the country will assemble at “The Waldorf” to 
analyze the fashion trend and to forecast the styles, colors, 
and materials to be used in making the footwear for the 
men, women and children of America, in the Fall and 
Winter of 1935-6. 


At the same time and at the same place, the Tanners’ 


Council of America will present its Opening Showing of Fall 
and Winter leathers for use in footwear to the merchants 
and manufacturers assembled. 

These two events have been of major importance in the 
determination of fashion trends during the past decade and 
more. 

This year an early enthusiasm on the part of retailers, 
manufacturers, stylists and tanners make it certain this will 
be the greatest Style Conference in the history of joint 
sessions by the tanners’ and retailers’ associations. 

Coincident with this great meeting will be a banquet given 
by the Shoe Manufacturers’ Board of Trade of Greater New 
York, to be held on Tuesday evening, April 30th. 

Because of this triple alliance, attendance is expected to 
exceed that of all other Style Conferences. 

A number of special features will be added to stimulate a 
new imagination and to effect the beginning of a new era of 
great expectations in shoe styles. 

As an additional feature to the Men’s Style Committee 
Meeting, of which George B. Hess is chairman, a report will 
be presented by leading style experts in the field of men’s 
fashions. These experts, representatives of the leading men’s 
fashion magazines and foremost haberdashers and clothing 
merchants, will present an answer to these three questions: 


1. What are the trends in your field of business in color, texture 
of materials and style for the Fall of 1935? 

2. What type of shoes are adapted to these various apparel 
trends? 

3. Have you any suggestions to make concerning harmonized 
clothing ensembles for men? 


The answers to these various questions will be prepared a 
full two weeks in advance of the Conference so that a record 
containing a summary of the viewpoints of these various 
merchants and style experts will be available during the 
men’s style conference, for reference. 

The purpose of this preview is to facilitate interpretation 
of style trends during the fashion forum. No longer can 
the shoe industry create its styles ‘in complete disregard of 
the trends and tendencies of styles in the other clothing 
industries. It is obvious that a study of the apparel forecast 
will aid considerably in the tie-up of shoes with articles of 
apparel. 

Not only will the merchants and stylists state the case of 
the clothier prior to the Style Conference, but also during 
the meeting when certain of them will be expected to present 
their views. 

The great test of any forecast is found in this question: 











Do the shoes that are predicted dominate the style picture for 
the season for which they are predicted? 

These forecasts made by shoemen meeting under the guid- 
ing influence of the N.S.R.A. are of value to producer and 
distributor alike—and on April 29th and 30th at the Waldorf- 
Astoria Hotel, the N.S.R.A. will again make its great contri- 
bution to the shoe industry. 





The N.S.R.A. Style Conference is a great contribution toward anticipations in manufacturing and efficiency in retailing. 
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You Repeat Your Profits with 
“America’s Finest Comfort Shoes”’ 





EXTRA FINE QUALITY 
PIG LEATHER INSOLE 
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The finest 
selection of 

















VENTILATED 
"Sonatand Mack Xm 

















NEW SPRING 
AND ELASTICITY 
CIRCULATION TO EVERY ‘STEP 














The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, "cushion" and “nail-less" 
features are virtually non-competitive. Send for our Catalog of 


Men's and Women's Shoes. 
Beware of lmitations 


Detachable Bows in Colors 


PASADENA, CAL.—Plain white buck 
pumps, serving all known spectator 
purposes, with rather large colored 
bows at the throat, are proving popu- 
lar at both the Huggins stores, accord- 
ing to Ted Huggins. The bows are in 
calf and detachable, the average cus- 
tomer buying several pairs of bows 
with each pair of pumps. While brown, 
blue and red are the colors in bows 
most sought after black bows are also 
purchased by most customers. 

White buck, with calf trim in blue, 
brown, and occasionally in red, has 
been leading for a few weeks among 
pronounced spectator types. There is 
some demand also for green trim, but 
naturally blue leads. Both the blue and 
the brown calf trims are set off with 
artistic treatments in white stitching. 

A high cut tailored oxford in plain 
white buck, extremely high heel and 
French toe is another winner in both 
the Pasadena and the Wilshire stores. 

Among cocktail shoes that can hardly 
be called sandals is a very popular lace 
vamp number. The laced portion is 
oval shaped in the very center of the 
vamp and strippings cut narrow and 
offered in blue, brown, green, or red 
radiate from this laced area like the 
spokes of the wheel. 

Among sandals a linen in white with 
criss-cross lines in color matching the 
leather trim has been popular. The 
most popular combinations in this num- 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Kohn Vieille 


CUSHIONED SHOES 


in U. Ss. A— 





THE WORLD FAMOUS 


Manfield 


ENGLISH RIDING BOOTS 


IN STOCK 


RIDING BOOTS 
FIELD BOOTS 
& JODHPURS 


for Men & Women 
in America. 
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btainable from 
ur only Depot 


MANFIELD & SONS 


1636 Ranstead Street 
.. PHILADELPHIA . . 
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ber are white with blue and beige with 
brown. 

There has been a revived demand for 
rhinestone buckles for evening sandal 
ornaments in these stores and the big- 
gest demand for silver and gold sandals 
experienced in several years. 

It was necessary on March 15 to add 
another salesman to the force in Pasa- 
dena while Mr. Huggins himself is 
now spending more time in the Wil- 
shire store where business from the 
first has been on the steady increase. 


Buys Bethel Factory 


CINCINNATI — The Cincinnati Shoe 
Company, Inc., a subsidiary of the P. 
Sullivan Shoe Company, has bought 
the factory at Bethel, Ohio, formerly 
operated by Paul A. Pathe, deceased. 
The Bethel factory is one of the largest 
shoe factories in southern Ohio and has 
a capacity of 2000 pairs per day when 
running at full capacity. It affords 
work for about 350 people. The Sulli- 
van Company now operates a factory 
at Georgetown, Ohio, about 20 miles 
from Bethel, which employs about 400 
people. 

They also operated a plant at Wil- 
liamsburg, Ohio, six miles from Bethel, 
but the plant was destroyed by fire 
last year. 

Work in the Bethel plant will be re- 
sumed about April 1. 


New Portland Store 


PORTLAND, ORE.—The Wright Shoe 
Company is getting ready to open a 
fine new shoe store at 618 Southwest 
Third Avenue, this city, early in Febru- 
ary. It has leased the storeroom con- 
taining 4000 square feet of floor space 
at that location from the Fleischner 
Estate, and has inaugurated a renoviz- 
ing and remodeling program that will 
make the setting the last word in shoe 
salon appointments. 


What Can You Say in 
Two Minutes on the Air? 


[CONTINUED FROM PAGE 32] 


“The disease is much more prevalent 
during heated spells. Any occupation 
that entails long continued warmth of 
the feet may be the predisposing cause 
or may aggravate an attack. Hot floors 
are bad. Feet should not be kept on a 
radiator. The disease is usually ac- 
quired by walking barefooted where 
the unshod have trod. 

“Bath mats are justly blamed and it 
is probably that ringworm can be ac- 
quired just the same as warts upon the 
soles of the feet. 

“Bathing the feet in a shallow basin 
of cold water, with a handful of com- 
mon salt, allowing the water to dry 
upon the feet and then dusting the 
feet with a boric acid powder, should 
prove helpful. Also, wear stockings 
that can be boiled.” 
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WHERE SMART €_- FOREGATHERS 


C / 


FOR SPRING / THE 4 STAR COLOR IS 


We KS h / on [O'S BLUE *K 


LIGHT WEIGHT 
CALF 


The LYNNE model. made of Blue Kafforite from 
the well known PEDEMODE line of beautiful fems- 


nine footwear, bs Grossman Shoes, Inc.. Brookivn. 


NOT A HEAT WAVE = BUT A BLUE WAVE! 


Diue is truly the freshest. most Spring-like seasonal 
change from the Winter color scheme. And are the 

voing strong for Blue Garmentry! And to con 
trast with gray, beige and solid color pastels!! And what 
wardrobe will be complete this Spring without Blue 
shoes? And what can be smarter to wear with the popu- 
lar woolen dresses, tulored suits, and sport clothes? 
Ohio's KAFFORITE 1s intrinsically a fine tannage, of 
beautiful grain, exquisitely mellow and has a distin- 
guishing lustre tone which 1s stvle itself; so, either plain 
or with decorative dressmaker touches of contrasting 
stitching, it will add charm to vour ‘tnew arrivals.” And 
every pair you sell will back vour reputation for integrity 
asa merchant. Blue swatches sent on request, including 


basket-weave Y ardley,. 


eo ; 
y A 0 COMPANY 


GIRARD, OHIO 
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THE RNG FASHION 


is reflected in the modish 


7-eyelet oxford. 


Shoes of this design require 
eyelets . . . They may be the 
“INVISIBLE” or the modern 
roll setting “INVINCIBLE” 
(visible) type. In either case 
they are smooth fitting and 
there is no roughness on the 
inside of the shoe. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Mannish Shoes for Boys 


Lone Beacu, Ca.ir.—The enlarged Desmond’s store 
for men and boys, Long Beach, which had its formal 
opening, March 21, has a complete new boys’ shoe 
department which takes care of the boy from three 
years of age to young manhood. 

Roy Brown, manager and buyer, states that only 
quality shoes are being featured and for the growing 
boys mannish types are now put in the foreground. A 
white buck sport shoe with crepe sole is being played 
up now and also a white elk with moccasin toe rang- 
ing in sizes from 814 to 114, a number with a real 
“little man” appearance. 

Windsor type chairs in light wood to match the 
knotty pine interior of the store are used in this depart- 
ment. The department is adjacent to and plays in with 
’ the boys’ clothing and furnishings department, a depart- 
ment built in the form of a great yacht. 

The men’s shoe department is practically double its 
former size. The new chairs are upholstered in red 
leather and have metal frames. New oak cases and 
four-sided mirrors matching the woodwork in color 
have been added, and red oriental rugs give the depart- 
ment distinction. 

Desmond’s new store is one of the most elegant 
in the city and is a branch of the central store at Los 
Angeles. The Desmond company, as a whole, is one 
of the largest, in the quality merchandise game on the 
Pacific coast. The store here has been operating for 
a couple of years, the new enlarged store having been 
in process of construction during the last two months. 


Shoes in Fashion-Show 


PORTLAND, ORE.—Shoe stores formed a most impor- 
tant department of the Spring Pageant of Fashions here 
March 19 to 21. Nearly every downtown store was en- 
tered in the great and glittering window display contest 
and show of shoes. R. E. Pritchett of Ungars, Inc., Earl 
Johnson of the Knight Shoe Co., R. Trumbull of Charles 
F. Berg, Inc., and department store display directors 
all entered the contest. Everything new was presented 
to the public, for the Blue Ribbon, or Cordon Bleu, 
as the French say, means more than cash in honor 


and distinction. 


New Seattle Store 


SEATTLE, WasH.—April first will be moving day for 
W. P. Cresap, who will take his Cresap Shoe Store 
at that time to a fine new location at 4530 California 
Avenue, West Seattle, which is being fitted with new 
fixtures and complete new stocks of shoes. A fine new 
store with a brilliant store front is being created. In 
West Seattle during this time the noted shoe man has 
risen to a place of social and business distinction, and 
is looked upon as a West Side leader. 




















“You seem to be snowed under 
by these new Designs.” 


“Ah ... but it is a pleasure to 
work with Surpass’s inspiring 
new BROWNS and Blues.” 


Most designers at this time are working with Brown, 
and the many who are already using Surpass 
BROWN have found that the rich, true shade we 
are tanning is one that both furnishes ideas and 
precisely matches the colors that are now current 
for the rest of the ensemble. You will find that 
shoes made up of Surpass BROWN will move 
easily and rapidly. The quality and texture of the 
leather itself, as consistent and as uniform as our 
standard Black, is heightened by the absolute 
appropriateness of the shade of the BROWN. 


SURPASS 


BROWN (4) 


AND 


BLUE 


as well as BLACK 


% Shoe Manufacturer 


% Shoe Retailer 
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"First Shoe Factory" Commemo- 
rated in Danvers Town Hall 


DANVERS, Mass.—“The First Shoe 
Factory in America” is the subject of 
paintings now being done in Town Hall 
in Danvers, Mass. 

Zerubabel Rea built himself a two- 
story shop under the elms on Locust 
Street in Danvers, in the year 1729, 
and there carried on his trade of curry- 
ing leather, and while so busily en- 
gaged» Bartholomew Brown, by him 
employed, wooed and won his daughter, 
Sarah. 

The days of Bartholomew were few, 
and Zerubabel, the currier, eventually 
paid the debt of nature. Sarah be- 
came both a widow and heiress to a 
currying shop, and, furthermore, took 
unto herself another husband, Zeru- 
babel Porter by name and a farmer by 
occupation. 

This Zerubabel was enterprising 
and, though of but one arm, he fitted 
up a factory in the second story of the 
currying shop, and there did make, by 
hand methods, and without any code 
rules or regulations, divers lots of 
shoes to be distributed through retail 
stores, and so did start “The First 
Shoe Factory in America.” 

There weré shoe shops before that, 
to be sure, but they made shoes for 
the neighbors, not for the retail 
stores, and the first of these, of au- 
thentic record, was that of Thomas 
Beard, a shoemaker who came from 
England and started a shop in Salem, 
and for so doing was granted such a 
bonus as free rent and board. 





New Van Degrift Store 


Los ANGELES, CaAL.—Van Degrift’s, 
Inc., owned by Van Degrift brothers, 
opened a new shoe store at 607 West 
Seventh Street, Feb. 4. This company 
specializes in Arch-Aid shoes for wo- 
men and has become famous for its 
complete stock of large-size shoes. The 
store at 732 Hill Street has operated 
for many years. 

The new location, recently vacated 
by The Stetson Company, is directly 
across from the J. W. Robinson De- 
partment Store and is one of the 
finest locations in the city. Attractive 
new furniture and fixtures give the new 
store a commanding appearance. 





Opens Shoe Store 


WicuiTra Fauus, Tex.—Dr. J. E. 
Hay, who has been practicing chiropody 
in Rooms 306-308 Staley Building, has 
opened a Foot Health Headquarters in 
conjunction with his practice. Dr. Hay 
was practically raised in a shoe box as 
lhe sold shoes on the floor for Sanger 
Bros., Dallas, and for Wolock & Bauer 
and the Walk-Over stores in Chicago. 
He is a graduate of the Illinois College 
of Chiropody. Weldon Hay, his broth- 
er, will look after the shoe selling, with 
Dr. Hay continuing his professional 
work. 


i 


BOOT AND 


Robinson's Still 
Have the Blues 


LOS ANGELES, CALIF.—More con- 
vinced than ever of the genuineness of 
the feminine response to blue, Paul 
Kirsh, buyer for the fine shoe depart- 
ments in the J. W. Robinson Company’s 
department store, here, presented a 
new group of blues priced at $11.50 
and $12.50 on February 20. The de- 
mand, he states, was more than sat- 
isfactory. 

Among the leaders shown, all the 
product of one manufacturer, were the 
following: 

A classic T-strap sandal in navy 
crushed kid, elaborately stitched and 
perforated, with medium heel. 

A dull blue kid with a high fashion 
touch of patent leather trimming and 
patent covered heel. This number had 
three eyelets, high pointed tongue and 
high slender heel. 

A blue tailored town tie with a non- 
scuff heel, the stitching on tip, vamp 
and foxing giving a decidedly modish 
accent. 

A sports sandal of blue calf, espe- 
cially young looking and built for com- 
fort with two straps across instep. 
This number was highly perforated 
with low, firm heel. 





Doubled in Size 
and in Volume 


Los ANGELES, CAL.—G. C. Bice, buyer 
for the men’s shoe department at the 
J. W. Robinson Company’s Department 
Store, reports sales so far in 1935 
exactly 100 per cent above those of 
1933, and as a consequence the sales 
floor area and stock room area have 
both been doubled during the last 
month. New chairs have been added 
and additional display cases installed. 

Seventy-five per cent of all shoes 
sold in this department are imports and 
25 per cent American made. 

The leader right now is a nut brown 
buck with a calf trim made over a 
custom last. The straight tip is prov- 
ing the more popular, although some 
few wing tips are being sold. Mr. Bice 
believes that this combination will take 
the place of brown and white in his 
department for the entire season and 
right now he is not showing a single 
brown and white in the department. 
If shown later it will be in the cheaper 
shoes, Mr. Bice states. 

Among all-white shoes the buck with 
wing tip and natural sole is well in 
the lead. 


Blue and Brown in Cincinnati 


CINCINNATI—It doesn’t matter what 
kind of a shoe just so it is a blue shoe 
in Cincinnati this Spring. 

At the Spring openings of all the 
shoe stores and the shoe salons of the 
department stores blue leads. Next in 
favor is brown after the always popu- 
lar black. Kid and gabardine are the 
favored materials, although patent 
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leather both plain and trimmed is prov- 


ing very popular. Sandals in all ma- 
terials are extremely good. They are 
also shown in pastel shades to match 
the Spring costumes in pastel shades. 
Oxfords in all materials and from one 
to six eyelets are the most favored shoe 
for all occasions. 

White shoes will be very gay this 
year according to one smart shop, being 
trimmed not only in the always popular 
brown but in pastel shades to match 
all ensembles. 

Brown in men’s shoes, in all mate- 
rials are favored for general Spring 
wear. 


New Arch-Aid Shop 


DETROIT. — John E. Temple, well- 
known downtown shoe man, is closing 
the Arch-Aid Boot Shop at 1253 Gris- 
wold Street and opening a new shop in 
connection with the Drs. Weiss, foot 
specialists and chiropodists, on the 
third floor of the Kinsel Building, at 
Michigan and _ Griswold Streets. 
Changeover will be made on April 1. 
The same store name will be retained, 
Temple said. 


Louis Weiler Made Manager 


DETROIT.—Gately’s, one of Detroit’s 
principal credit clothing stores, has in- 
stalled a new shoe department, carry- 
ing men’s, women’s and _ children’s 
lines. The store formerly carried only 
a small line of men’s shoes in the base- 
ment. The new department is located 
on the mezzanine floor, and is equipped 
with all modernistic furniture. Esti- 
mated expense of _ installation _ is 
$25,000. 

Louis Weiler who has a record of 
excellent shoe service with Crowley, 
Milner and Company, is manager of 
the new department at Gately’s. 





Plan New Basement Section 


Cuicaco—Part of the $1,500,000 im- 
provement program announced by Car- 
son Pirie Scott & Co. March 18, will 
go for a complete remodeling of the 
basement shoe store. No alterations 
will be made in the third floor ladies 
shoe department, as it is located in 
the new section of the store. The third 
floor section, however, will get the full 
benefit of the installation of new eleva- 
tors and escalators which will greatly 
facilitate the flow of traffic to that de- 
partment. 


Faflik Back From Florida 


CLEVELAND, OHIO—Clarence R. Fat- 
lik, president of the Ohio Retail Shoe 
Dealers Association, arrived back from 
Hollywood, Fla., on March 10. Mr. 
Faflik and family spent five weeks in 
the sunshine state during which time 
he contacted many shoe dealers. He 
also enjoyed golf with Jesse Adler, vice- 
president of the N.S.R.A. 
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Make Your Store a Foot 
Health Center 


[CONTINUED FROM PAGE 25] 


upon the condition of the lower ex- 
tremities. Incorrect posture or mode of 
walking bring about changes elsewhere 
in the body. Many serious physical dis- 
orders have been traced to defects in 
the feet. 


* 2 £ € ‘a 


Foot ills that are prevented don’t 
have to be cured. 


* x* * * * 


When improper shoes prevent the 
proper distribution of bodily weight, 
the whole body is thrown out of poise, 
nerves become frayed, and tempers go 


on edge. 
* * * * * 


A pinched face may readily be the 
outward sign of a pinched foot; a tired 
look may betoken tired feet. It is true 
that an attractive face may begin with 
having healthy, comfortable feet. 


* + * & « 


You cannot be happy at work or 
play, if your feet hurt. 


* * * * #€ 


Most men, women and children are 
entirely dependent upon their feet to 
carry on their respective duties. Only 
those who have experienced the tortures 
of painful foot disorders can realize 
how dependent good health is upon the 
condition of their feet. 

* ok ok * * 


Give your feet a chance. We fit feet 
to keep feet fit. 


Copy Hints for Foot Health Week 


1. Provide shoes that give complete 
foot comfort during working hours. 

2. Avoid high heels for work, stand- 
ing or walking. 

3. Select shoes with straight inner 
line; plenty of toe room; no pressure 
from cap or seams. 

4, Broad low heels are best; reduc- 
tion from high heels to low should be 
made gradually. 

5. Have feet measured, weight bear- 
ing, each time shoes are bought. 

6. Do not overtax feet during ill- 
ness or convalescence. 

7. Avoid overweight. Ligaments and 
muscles of the feet will not increase 
strength rapidly enough to carry 
rapidly gained extra weight. 

8. Bathe feet daily in warm water 
with good soap. Sea salt may be added 
to the water. Use brush. 

9. Cut nails straight across, not 
shorter than the flesh at the ends. 

10. Slippered relaxation for those 
who stand or walk a lot; walking for 
those who sit much. 

11. Wear good shoes for work—not 
old rundown ones. Keep your feet fit 
for work and you'll enjoy your play 
more. 


12. Change shoes and hose during 
the day if possible. 

18. Choose shoes that give 
ample foot support. 

14. Avoid toeing out; it hurts the 
feet and throws the body off balance. 

15. Buy the best shoes you can af- 
ford, and be sure they are fitted by 
one who knows feet. 


you 


No Other "ism" But 
Pedestrianism 
[CONTINUED FROM PAGE 30] 


time, made shoe wearers better riders— 
have no delusions about that. 

“That is what I mean by competi- 
tion of a related industry. And inquiry 
has failed;.to disclose any proportion 
of highway development costs devoted 
to, €onstruction of footpaths for the 
pedéstrian, the hiker, the neglected 
wearer of shoes—and whose fault is it, 
T ask? 

“But, you say, the automobile is a me- 
chanical “device, whereas a shoe is a shoe. 
That comes pretty ciose to spelling the 
tragedy of the shoe art—the unwillingness 
of the industry to accept this fact: that 
‘the shoe becomes even more mechanical 
than an automobile when it combines with 
the foot in motion. Until the enormous 
magnitude of the foot as a mechanism is 
realized—incomparably the greatest weight- 
receiving and propelling mechanism for its 
size—and the responsibility which rests 
upon all shoe men to provide adequate 
means for its physical expression is fully 
accepted, shoes will continue to be shoes. 
And they will continue to stand still, walk- 
ing or no. Think that over, Chairman 
Hack. 

“Still another page may be taken 
from the book of automobile experi- 
ence. One of the prime requisites of a 
motor car is that it be as “fool-proof” 
as engineering science can make it— 
that it is in every possible way adapted 
to the exacting purposes for which it 
is intended. How far has any similar 
investigation progressed as relating to 
shoes? How much, I ask you, has in- 
quiry proceeded as to the adaptation 
of a particular shoe to the foot it is 
intended to fit—especially, the foot in 
motion? 

“Ask a shoe man what momentum 
has to do with the foot and shoe during 
the act of walking—acceleration— 
centrifugal force—counterpressure of 
the innersole properly to receive the 
pressure of the foot—foot and body 
fatigue—rest during walking: these 
and many other related factors are at 
present little considered. And yet all 
about us is the clarion cry of “fitting.” 
Fitting what? With what? 

“An automobile man could answer 
these related questions, as they would 
refer to his product. Can you, Mr. 
Hack?” 
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AS One Merchant 
to Another 


F. E. FOSTER 
of 
CHICAGO 
says: 


“TI wish to express the sat- 
isfaction F. E. Foster & 
Company have had in all 
their dealings with the 
National Retailers Mu- 
tual Insurance Company. 
Our savings on premiums 
have been considerable, 
and we believe shoe re- 
tailers would all find it 
to their advantage to in- 
sure with the National 
Retailers Mutual Insur- 
ance Company.” 


This legal reserve, mutual insur- 
ance company, with assets of ove 
$1,500,000.00, writes Fire insurance 
and allied lines for high-grade shoe 


merchants under dividend-paying 


policies. 
yh 


SAVING 


ON YOUR 


FIRE 
INSURANCE , 


Write us 
about your 
Automobile, 
Casualty 
and Fire in- 
surance 
needs. No 
obligation is 
involved. 


NATIONAL RETAILERS 
MUTUAL INSURANCE 
COMPANY 


James S. Kemper, President 
Mutual Insurance Building, 
Chicago, U.S.A. 
Nationwide Service Facilities 
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The 
YOUNGER 
GENERATION 


ELKAN R. MYERS 


President of D. Myers 
& Sons, Inc., Baltimore 


S UCCESS in any line of endeavor is the result of intelligent effort. To be a leader 
one must be possessed of the qualities that make for leadership. 

Such is particularly true in the case of Elkan R. Myers, president of D. Myers & 
Sons, Inc., Baltimore. Back in 1910 when carpenters took down the sign of the Har- 
risburg Shoe Co., and supplanted it with that of D. Myers & Sons, Elkan Myers was a 
lad of sixteen working in whatever capacity his father needed him. His brother, 
several years his senior, enjoyed a more responsible position as became his years, 
and the leadership in general of the businss was directed by David Myers, their father. 

On his 18th birthday, May 12, 1912, Elkan R. Myers was admitted to the firm. At 
the time of the death of his older brother, in 1914, Elkan R. Myers became an equal 
partner with his father and assumed practically all responsibilities of the business 
with the exception of the credit department. 

Elkan R. Myers had received a valuable training and he applied this knowledge 
to the further betterment of the firm’s position. He visited the buying centers and 
soon became an adept in picking styles. He made contacts with live manufacturers 
and gained the trade’s respect for his splendid judgment in selecting styles. 

From a sales force of a few men, the firm today employs 19 representatives who 
travel the eastern, southern, middle western, and northern states. Under the able 
direction of Elkan R. Myers, the firm set a pace that made it difficult for the other 
fellow to follow. 

In five years’ time they outgrew their quarters several times, and with the ending 
of 1934 moved to a new location where they at present occupy almost 30,000 square 
feet of space all on one floor. : 

[TURN TO PAGE 63, PLEASE] 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory 


| BOOT & SHOE 
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DEPARTMENTAL SUMMARY 


osrt. 


a ca. TRANe SOLO MERE 
oa oun neco. ur 
rene oc mane: i 


Helps you to “buy 
as you sell’’—to 
know whether each 
shoe is paying its 
way with a profit, 
to go light on slow 
movers, to re-size 
frequentlyon 
wanted style and 
sizes. 


Do business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 


ms Se. See eet, Ceicgs, Tita DEALERS, CHICAGO AREA: 


() Please send me camolee ond | prices of your Steet : ; ; 
Personal service available on above subjects—also in 


merchandise promotions—at nominal cost. 





When writing advertisers please mention Boot and Shoe Recorder 
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New Store Emphasizes the Value 
of Interior Display 


we ts 
Pe 


— 
a aaa . 


Observe the rows of artistic display cases where shoes and accessories are 
constantly before the eyes of the customers. 


Interior display of merchandise has 
been developed to a remarkable degree 
in the new store of L. R. Samuels 
Beautiful Shoes, on Washington Ave- 
nue, Ogden, Utah. This store is so 
complete in every detail, so modern and 
so desirable that it would be a credit 
to a city many times the size of Ogden. 

Display windows, of black vitrolite 
and stainless steel, are 40 feet deep and 





Silverwood's Remodeled 


Los ANGELES, CALIF.—When Silver- 
wood’s men’s shop at the University of 
Southern California was opened Feb. 
24, after having closed a few days 
for revamping, it revealed a men’s 
shoe department with double the stock 
formerly carried and greatly improved 
in appearance through new rich red 
carpeting and rearranged furnishings. 
The remodeled shop is English in de- 
sign and furnishings. Orrie Keever is 
manager and buyer. 


Miller Showing Gray Suede 


Los ANGELES, CALIF.—I. Miller, in 
all three Los Angeles shops, is success- 
fully presenting two leaders in gray 
suede. One is a pump in a de luxe 
model with ornamental bow on_ the 
throat, French toe, slender heel, .and 
plenty of stitching. The other is a 
strap model with low heel. The strap 
is itself well perforated and fastens 
with a heavy buckle. The tone of gray 
is such as to wer well with blue cos- 
tumes and is spoken of as “dove wing.” 


New Store Opened 


KEARNEY, NEB.—Bax Shoe Store was 
opened here Feb. 22. William Bax will 
be in charge of the store. His brother, 
Fred, formerly of Kearney. now op- 
erates a store in Grand Island, Neb. 


are divided into individual units. 
Backgrounds are of genuine maple. 
They are the largest windows of their 
kind in this locality. An L shape at 
the rear of the windows also increases 
this measurement. 

Three large mirrors, in panels of 18 
foot height, are featured in the center 
of the luxurious main floor. These add 
height and spaciousness to the room as 
well as showing the customer her en- 
tire silhouette so that she can see just 
how much the shoes she has been fitted 
in enhance her appearance. An un- 
usual detail is carried out on either 
side of these mirrors in the clever, life- 
sized fashion drawings featuring an 
entire costume with the correct acces- 
sories displayed on attractive shelves 
just below? 

There are no stock boxes in evidence 
except in the children’s department. 
All merchandise is .concealed except 
that which is shown in the 32 attrac- 
tive illuminated show cases. 


One of three striking mirrors, 18 feet 
high, an imposing feature of new 
Samuels store. 
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Big Space, Bright 
Pictures, Brief Copy 
[CONTINUED FROM PAGE 36] 


rectly smart—they have the ‘free 
action’ comfort of the hinged Feeture 
Arch!” 

Malayan Reptile is being featured 
prominently by I. Miller in three New 
York stores, step-ins and oxfords of 
this leather being offered as “a triumph 
of value” at 8.75. The ad says: “Gen- 
uine Malayan Reptile shoes (the very 
ones that are so rare and usually so 
expensive) offered at dollars less than 
their usual price! Not with the motley 
markings of usual snakeskins! These 
Malayan Reptile are different, with 
rich, soft monotone markings. And 
we’ve trimmed them with patent, so 
that they glide into every daytime cos- 
tume, from suits to dressy prints. In 
two styles: Oxfords with Low Heels, 
Stepins with High Heels. In _ five 
colors: Blue, Brown, Black, Beige and 
White.” 

Correct design and proper fitting are 
rightly being stressed in retail ads of 
children’s shoes. “Only well-designed 
shoes keep growing feet flexible and 
strong,” says Best & Co., New York, in 
an advertisement featuring shoes for 
younger children. “Best’s, through its 
many years of outfitting the younger 
generation, has developed many styles 
of shoes which contain all of the fea- 
tures* Best’s has learned are necessary 
for growing boys and girls. The moc- 
casin type, illustrated, is narrow at the 
heel and instep, but broad and roomy 
at the toe. The sole is flexible and ad- 
justs comfortably to every movement 
of the child’s foot, yet it affords sure 
support.” 

Let’s not forget that children’s shoes 
—and men’s shoes also—should have a 
proper place in the Spring season’s ad- 
vertising program, for change of sea- 
son creates a need of new apparel and 
new footwear for every member of the 
family. 


Hans Hoeck 


CuicaGo—Hans Hoeck, age 72, died 
Wednesday, March 20. Mr. Hoeck op- 
erated in Chicago, and manufactured 
women’s shoes under the name of 
Hoeck, Inc. His, son, George, age 31, 
ably trained by Mr. Hoeck, will con- 
tinue the business. 


New "Budget" Department 


Los: ANGELES, CAL.—Mandel’s, Fas- 
cinating Slippers, 516 West Seventh 
Street, has added a new department 
which in appearance is an entirely new 
store, known as the “Budget Shop,” 
featuring ladies’ shoes at $3.90. The 
new shop has its own front, own win- 
dows, and own entrance, but unites 
with the other shop at the rear. It 
is neatly furnished and H. C. Wolfson, 
manager of both shops, states that it 
already has an encouraging volume of 
business. 
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Idea! for 
~; SPRING AND SUMMER 


foo/wear 


ROG Cu EREGs 
SHOES 


These modern SEWED SHOES 
reflect the insistent requirements 
of discerning women for foot- 
wear of dependable quality 


and comfort. 





Their popularity is recognized 
with continued enthusiasm by 
K-xokoRNako MM ukehshUhacKkal dha -SaUironare 


retailers. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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a on Uo GRASS STAINS 


0 LA REMOVES 
ALL DIRT! 

HERE’S A SALES STORY 
THAT MEANS PROFITS! 


“*Yes, madam—Shinola actually removes stains from 
all white shoes. It doesn’t just cover up the dirt. It’s 
easy to use, too—not a bit messy. Dries quickly—and 
it won't rub off when used according to directions.” 





ELL THIS to your customers—and watch Shinola sales 

and profits go up! Shinola White Cleaner is easy to sell 
anyway, because of its great consumer acceptance. Nation- 
ally advertised, too, in leading women’s magazines. But most 
important of all, Shinola is actually a better white cleaner. 
Much more efficient than so-called “cleaners” that merely 
cover up the dirt. It’s quick and easy to use—dries in a few 
seconds. And Shinola is not messy; it does not rub off when 
used in accordance with the simple directions. Order today 
from your jobber or wholesaler. 


DISPLAYS 
MAKE SALES! 


Build up your Shinola 

White sales with displays. 

We will send you eye- 

catching display material 

for counter or windows. 

This material is free— A a 

write to SHINOLA, 88 bo hie. a 
Lexington Avenue, New Shinola is packed one dozen to the at- 
York City. tractive display container (shown above). 
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What's Doing In the Shoe World 
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Join to Support Chain Store Tax Bill 


Philadelphia Independent Shoe Retailers Alliance and Wholesale 
Group Forward Resolutions to Pennsylvania State Senate 


PHILADELPHIA—An outstanding co- 
operative move between retail shoemen 
and the wholesalers was made at a joint 
meeting of the Independent Shoe Re- 
tailers Alliance of Philadelphia and 
the Philadelphia Shoe Wholesalers at 
the Majestic Hotel on Wednesday eve- 
ning, March 13. 

Action was taken to use all proper 
influence toward gaining support for 
the proposed Chain Store Tax S. B. 
No. 507, now before the Pennsylvania 
Legislature. The bill imposes a graded 
annual tax ranging from $2 on a single 
store up to a maximum of $250 on each 
establishment over 75, operated by the 
same management. It was passed by 
the lower house on Wednesday, March 
6, by a large majority. More than 
half of the Republican House member- 
ship joined with the Democratic ma- 
jority in aiding final passage of the 
bill. The vote was 148 to 37, the af- 
firmative total being 33 in excess of 
the required constitutional majority. 

The proposed bill is now in Senate 
Committee, where it probably will be 
approved finally after a struggle to get 
it out of committee. It was for this 
purpose that joint action was taken by 
Philadelphia shoe men. 

The Independent Shoe Retailers Al- 
liance has been advocating chain store 
tax legislation ever since its organiza- 
tion, through cooperation with other 
city and state-wide groups. The or- 
ganization has been on the alert in 
counteracting the propaganda spread 
by opponents of the levy. 

S. Lahn, president of the Pennsyl- 
vania Business Boosters League, a 
state-wide group of independent retail 
dealers, spoke on ways and means 
necessary to be adopted to frustrate the 
propaganda being spread by oppo- 
nents of the bill. Henry Dreeben, promi- 
nent Philadelphia attorney, represent- 
ing the United Business Men’s Asso- 
ciation of Philadelphia, also addressed 
the large meeting, at which about 125 
shoe men were present. 


H. Feinsinger, of Feinsinger and. 


Lyons, prominent shoe wholesaler, was 


appointed to head the committee han- 
dling petitions and telegrams to be 
forwarded to Harrisburg. Lively dis- 
cussion was participated in by Mr. Del- 
limater of Sylvania Shoe Co., Robert 
Shaeffer of Shaeffer Brothers and Mr. 
Schwartz of A. Schwartz & Sons, all 
wholesalers. 

A joint resolution supporting the 
proposed Chain Store Bill S. B. 507 
was unanimously adopted and copies 
of same were forwarded to all 50 Sena- 
tors in the Upper House. 

Irving S. Feldman, president of the 
Shoe Retailers Alliance, presided. 


Samuel Stern Made Manager 


BuFFALO—Samuel Stern has_ been 
appointed manager of the new retail 
shoe store of Edison Bros. Stores, Inc., 
known as Burt’s Shoe Shop at 506 
Main street. He previously has served 
as manager of various other units in 
the chain over a period of several 
years. This new store is the second 
opened in Buffalo by Edison Bros. 
Stores, Inc. 





DATES TO REMEMBER 
National Foot Health Week April 22-27 


Joint Styles Conference and Tanners 
Council Fall Opening, Waldorf-Astoria 
Hotel, New York April 29-30 


California Shoe Retailers’ Association 
Convention, Biltmore Hotel, Los An- 
June 10-11-12 


Illinois State Shoe Convention, Spring- 
field, Ill. June 16-17 


Ohio Retail Shoe Dealers Association 
Annual Convention, Carter Hotel, 
Cleveland, Ohio June 16-17-18 


Pacific Northwest Shoe Retailers Associa- 
tion Annual Convention, Multnomah 
Hotel, Portland, Oregon ....June 17-18-19 


Michigan Retail Shoe Dealers Association 
Convention, Detroit... .Jan. 12-13-14, 1936 





Biggest January Shoe 
Production Since 1923 


WASHINGTON, D. C.—Shoe produc- 
tion started on the up and up this year. 
January figures, at least, showed a 
total production of 28,833,620 pairs, 


PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS OF 
PAIRS 
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as compared with 26,041,782 in Janu- 
ary, 1934, and 23,199,708 pairs in De- 
cember. The increase was 12.4 per 
cent as compared with December and 
11.1 per cent over January, 1934, the 
month’s production total being the larg- 
est for January since 1923. 

Women’s shoes, men’s dress shoes, 
boys’, youths’, misses’ and children’s 
footwear all contributed to the big step- 
up in shoe making. Oddly enough, how- 
ever, men’s work shoe _ production 
showed a slight decline from January 
of last year, despite the much pub- 
licized increase in public works employ- 
ment. These figures and the chart were 
compiled by the Bureau of the Census 
from reports by 918 factories. 


Increasing Production 


CINCINNATI, OHIo — Schawe-Gerwin 
Company, 4015 Cherry Street, manu- 
facturers of growing girls shoes, are 
now making 600 pairs daily, and are 
pushing production ahead _ rapidly. 
These shoes retail at $4 and $5. 

Although a new concern, they are 
making rapid strides ahead and are 
looking forward to an increased Spring 
and Summer production. 
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White Shoes for Sport 
and Play 


No retailer can afford to be without these prac- 
tical and smart best-sellers for Spring and Sum- 
mer. 

These White Sport and Play shoes, typical of 
Artisan’s Juvenile ‘‘Fut-Builder’’ line for the 
coming season, will make your Juvenile depart- 
ment more profitable than ever. 
Artisan’s Fut-Builders can- 
not be equalled when it 
comes to _ craftsmanship, 
style, fit and saleability. 

















ELLEN 






OYSTER 
PLAY OXFORD 






Three Weeks’ Delivery 

No. 1800 In Barrett’s Calfelope (genuine Calf on re- 
versed side) a serviceable leather, French Corded Seam- 
less Kid quarter lining and Kid Sock. Close trimmed 







Three Weeks’ Delivery 


No. 1805 Oyster White Llama Calf, unlined combined 
with Levor White Goat. 














Last No. 120 
2% «0 3 A ne Re edge, Oak Sole, Natural finished bottom. 
= Special Damp cain, Rubber Heel WRITE FOR NEW CATALOG a Rolid Leather Heel asad 
St. Paul & Central Ave. Rochester, New York 









New Principles of Corrective Footwear 
In Service to Club Feet 


Nathan Hack of Detroit Pioneers Way 
To Fit Unusual Feet with a New Last 






















To fit club feet it was the old custom to = 
fit left shoes onto right feet and vice- : 

versa, for that’s the way the feet are 
shaped. But now comes Nathan Hack of 
the Hack Shoe Store, the Stroh Building, 
Detroit, Mich., with a last for club foot 
shoes. 

His Club Foot Shoe embodies four new 
principles and has the purpose of helping 
to force the foot over the opposite side— 
useful in post-operative correction. 

1. The one-piece leather innersole pos- 
sesses an extension extending upward, 
nearly the full height of the shoe on the 
outside. The extension commences just 
back of the metatarsal area and extends 
upward in a slight diagonal. 

2. A between-sole wedge under the 
outer arch running from the back of the 
heel to the forepart of the shoe. 

3. Another wedge between the soles, ex- 
tending from the tip of the toe to the back 
of the heel—uniformly thick on the out- 
side but skived down to where it ends in 
the middle of the shoe. 

4. A spring steel shank is built in on 
the other side of the shoe, between the in- 
sole and the outsole. 

5. These same principles may be ap- 
plied in building shoes for extreme cases 
of flat-foot or where the person is afflicted 
with infantile paralysis, the only dif- 
ference being that in these cases the ele- 
vations are reversed—built on the inside 
of the shoe rather than the outside. 























































The shoe appears normal The last one is reversed 
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Give Party for Julius Kagan 


CHICAGO.— The many friends of 
Julius Kagan, manager and stylist of 
the L. & B. Shoe Stores, 4038 Milwau- 
kee Avenue, Chicago, want to congratu- 
late him on his 38rd birthday. Julius 
has been in the retail shoe business for 
many years and enjoys a fine shoe 
business. 

Mr. Kagan is looking for the biggest 
business he has ever enjoyed this com- 
ing season. Linens and white kid are 
going to be the big materials, he claims. 


Lectures for Shoe Men 
DeETROIT.—The Detroit Retail Shoe 
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Ln c0R, Davis 
Anti-Friction 





— 


Tape eliminates this. 


Friction is caused by two surfaces rubbing against 
each other. In ordinary shoes, friction is caused by 
the foot working back and forth. The Anti-Friction 


Shoe 


The foot is kept in its proper position in 
the shoe and throughout the entire life 











The Patented Anti-Friction Tape is built into 
the shoe, goes around the foot, and is securely 
fastened to the upper at the eyelet row. 





of the shoe. 











The inside lip of the specially moulded inner- 
sole is regulated by the Patented Anti-Friction Tape 
which is adjusted by lacing the shoe. 











modelled. 


Made over “Combination” lasts which give 
better fit to more people than any other last ever 








Dealers’ Association has engaged Fred | 


O’Mara, well-known sales promotion 


expert, to deliver a series of five lec- | 


tures for local shoe men. The sessions 


will be held at the Detroit-Leland Hotel, | 


on Wednesday _ evenings, 
March 27. They are open to all shoe 
salespeople, both men and women, in 
Detroit, and territory, regardless of the 
membership affiliation—without cost. 


starting | 


O’Mara will treat of important prob- 


lems in the selling of shoes and give 


the latest developments and ideas in | 
merchandising methods for the sales- | 


man. 


Keeping Up White Interest 


Houston, Tex.—In speaking of the 
local style situation, W. H. Sherwin, 
women’s shoe buyer Sakowitz Bros., 
emphasized the fact that in this city 
it is necessary to play whites in a 
greater variety than in any other city 
in the Southwest. Houston has a very 
long season in whites, which starts in 


| 
| 
| 
| 


January and runs through to July. The | 


need for keeping up the white interest 
is quite apparent. 

Mr. Sherwin sees quite an influence 
in high color but he says that when the 
season is over he will have done his 


volume on “white” and “white and.” | 


No question about that. Women’s shoe 


prices in this store start at $12.50 and | 


go on up. 



























































Arches vary, but the Dr. Geo. R. Davis 
Anti-Friction shoes fit them all. 


Feature Foot Comfort 


build repeat business through Style, Comfort, and 
Quality—Never was the consumer more receptive to 
this famous shoe—The majority of men and women 
in your trade area are suffering from foot troubles 
which Anti-Friction shoes can relieve or correct—En- 
dorsed by leading foot specialists everywhere and 
praised by thousands of satisfied wearers. 


28 Styles IN STOCK 
for MEN and WOMEN 


enabling you with a small investment to cover the 
requirements of your trade—also giving you satisfac- 
tory mark-up and turnover—backed by cooperative 
advertising and dealer helps. 
i 
To you, Mr. Progressive Dealer, we say, feature the 
GREATEST SHOE OF MODERN TIMES 


WRITE US TO-DAY FOR SPECIAL 
AGENCY PLAN FOR YOUR TOWN 


FOR OVER 
55 YEARS 


BUILT-IN 
QUALITY 


‘THOMPSON BROS. SHOE (0 


FINE SHOEMAKERS 


BROCKTON 
CAMPELLO, MASS. 
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Big 


Profits 


ON A VERY SMALL 
INVESTMENT 





EXCEL-PAC CABINET 


The new and profitable way to sell 
shoe laces . . . a small and attractive 
cabinet, less than a foot high, modern 
in design and made of walnut. 
EXCEL-PAC Cabinet carries four dozen 
pairs of women’s and two dozen pairs 
of men’s Mitchellaces (colors optional). 
Laces are attractively displayed yet 
absolutely protected from dust. You 
touch only the pair actually sold. 


Cabinet and laces cost you only 


$3.75 


and the laces return to you $14.40. 
be refilled and used indefinitely. 


Cabinet can 


If your jobber cannot supply you | 


with the Excel-Pac Cabinet and 


laces, use the coupon. 


Mritehellace. 


PORTSMOUTH, OHIO 


Ship us the above lace assortment with | 


cabinet at $3.75. 


FIRM NAME 
ADDRESS 


SIGNED 
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Foot Clinic in Larger Quarters 


} 


TULSA, OKLA.—The T. M. Hedges 
Foot Clinic, formerly located at 319 
South Boston Street, moved recently 
into a new location at 18 East Fourth 
Street, in the Orpheum Theater build- 
ing. This is the third move that the 
clinic has made in less than a year, 
each move to larger quarters and in 
the nature of an expansion. 

The business was established in 
April, 1934, by T. M. Hedges, a gradu- 
ate foot specialist who has spent prac- 
tically all of his life in the study of 
correct footwear. Mr. Hedges came to 
Tulsa from Arkansas City, Kan., where 
he was in business for four years. The 
Hedges Foot Clinic sells Health Spot 
shoes for men, women and children. 


The clinic was opened April 22, 1934, 
in a room on the second floor of the 
Kennedy Building at Fourth and Bos- 
ton Streets, but before the Summer was 
over had outgrown this location. The 
business moved on Sept. 1 to a street 
floor location in the Kennedy Building 
on South Boston Street and continued 
to grow and prosper. The move to 18 
East Fourth Street affords ample space 
for the large stock of Health Spot 
shoes. 

The sales rooms are fitted and fur- 
nished in an attractive manner as re- 
ception rooms, while booths for diag- 
nosis of foot ills and for skilled correc- 
tive foot manipulation afford privacy 
to the patient who consults the clinic. 





P.O. DeWitt New President 
of Des Moines Retailers 


Des MOINES, Iowa.—Des Moines Shoe 
Retailers organized on a more extensive 
basis at their election meeting March 
12, at Hotel Savery. Thirty-four mem- 
bers were present, representing every 
shoe store in west Des Moines. 

P. O. DeWitt, head of the basement 
shoe department at Yonkers, was 
elected president, succeeding H. A. 
Alexander of the Field Shoe Co., who 
has served for the past two years. Scott 
Wiltsey of the Stetson Shoe Shop was 
elected new vice-president and Wm. E. 
Beall of the Florsheim Shoe Store Co., 
was chosen new secretary-treasurer. 

The newly organized group included 
both home owned stores and chain rep- 
resentatives. The group was compli- 
mented by the Retail Merchants Bureau 
of the Chamber of Commerce on having 
the only real active cooperative group 
in the city, due to their frequent united 
promotions of style shoes, as the back- 
ing of blues the first of March and the 
white promotion scheduled for the mid- 
dle of April. 


Bills pending in the State legislature 
were discussed, one of these referring 
to the licensing of chiropodists. Com- 
mittees are to be appointed by the new 
president: advisory, membership and 
convention, the latter to start plans for 
the entertainment of the Northwest 
Shoe Retailers in January. Dance num- 
bers and informal entertainment con- 
cluded the business meeting. The com- 
mittee responsible for working up the 
membership and for the large attend- 
ance at the meeting was P. O. DeWitt, 
Wm. E. Beall, R. J. Severson and Joe 
Greller of the Utica. 


Brigham to Buy Boys Shoes 


BuFFALo, N. Y.—Edward L. Hen- 
gerer, president of E. W. Edwards & 
Son, announces the appointment of 
Baxter Brigham as buyer of boys’ shoes 
for the Syracuse store of the chain. 
Mr. Brigham will continue to buy sport- 
ing goods and leather goods in addi- 
tion to his new duties. He succeeds 
Mrs. Bertha Graves, who has resigned. 
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EXTRA VALUE °° = 


65.05 


2401—Boys’, Gun Metal 
2403—Little Gents’, 
Gun Metal, $1.25 


Rubber Heels 
Smooth Gunmetal 
Snow White Nu-Buck 


/ 
l 
/ 
l 
( 


Genuine Goodyear Welt Stitched 
Genuine Oak Bend Leather Soles Natural Finish 


BLACK—WHITE 
85-35 


2406—Boys’, Gun Metal 
2408—Little Gents’, Gun Metal, $1.25 
2407—Boys’, White Nu-Buck, $1.40 


CINCINNATI, OHIO 


Packed 12 pair cases. 
Boys’, 1/6, 21/6. 
Little Gents’, 
12/1314 
Terms: net 30 days. 


GOOD VALUES ALWAYS! 


ALTMAN BROTHERS 
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2402—Boys’, Gun Metal 


11/134, 
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Delman Explains 


New York—Herman Delman, noted 
designer of feminine footwear, intro- 
duced his spring collection of shoes to 
the public in New York this week, and 
explained that there is a very definite 
reason for every shoe design he creates. 

“Karly Egyptian shoemakers,” says 
Mr. Delman, “were forbidden to make 
shoes or any kind of foot covering for 
women—becausee woman’s place was 
in the home and if she had no shoes 
she was more likely to stay there. Mod- 
ern thinking is a little kinder to wo- 
men, not only are they allowed to have 
shoes, but shoes for every occasion and 
with the changing seasons shoes de- 
signed to match the latest colors and 
the latest decrees of fashion. Maybe 
Shakespeare’s famous quotation, ‘Nay 
her foot speaks,’ had something to do 
with the newly accepted theory that 
there’s romance in shoes.” 

According to Mr. Delman the two 
high points of fashion this year are 
ultra feminine or strictly tailored. 
Suits are important. Many of them 
mannish tailored, and even those with 
capes are simple and elegant.. There- 
fore he presents a whole series of 
brogues, oxfords and tailored pumps 
with comfortably low heels and flexible 
soles to allow for action and comfort. 

For navy blue suits he suggests an 
all-over calfskin spectator pump with a 
built up leather heel and a perforated 


Styles for Spring 


design. An underlay of white calfskin 
makes an interesting contrast on this 
shoe and it comes in a light shade of 
brown, somewhat like the old time 
“high yaller” shade. 

One of the highlights of the collec- 
tion is an opera pump of fabric with a 
kidskin vamp and quarter, and six little 
buttons in military formation on the 
front and side. It comes in blue, black 
and brown. In the oxford family there 
is a grand shoe made of sandro cloth, a 
tightly woven, durable fabric with toe, 
heel and quarter of calfskin. Tiny 
porthole perforations and a trim, tail- 
ored bow are details which add to its 
distinction. This you may have in 
black, brown or blue and in combina- 
tions of blue and gray or brown and 
beige. 

For dressier moments this Spring 
everything is feminine. Paris presents 
fuller skirts, softer lines and lingerie 
touches, and believe it or not, Mr. Del- 
man, with an eye to these feminine 
fashions, introduces for the first time a 
kidskin opera pump with a ruffle. The 
ruffle on this shoe is of white kidskin 
perforated all over, fluted at the edges 
and draped in a swirling effect on the 
vamp. The only other trimming is a 
tiny enameled buckle and a narrow 
piping of white kidskin. Another kid- 
skin pump in blue, black or brown has 
white stitching on the vamp for con- 





trast and a circular metal ring trim- 
ming. 

For dining and dancing the shoes are 
romantic and frivolous with open cut 
sandals of sequins, baguettes, lamé and 
metallic mesh. Mr. Delman has gone 
back to ancient Rome, and one low 
heeled evening sandal is an exact copy 
of sandals worn by Roman women of 
the Patrician order. The low heel 
makes it a grand shoe for the tall girl 
who likes to accommodate her dancing 
partners by losing an inch or two, and 
by the way a good idea too for the 
woman who is interested in comfort as 
well as chic. 

The Spring collection of shoes, par- 
ticularly for evening wear, will be 
more colorful than ever with hand- 
blocked Indian prints, paisley silks, 
brilliant flowered crepes and delicate 
tinsel fabrics. An early Summer fore- 
cast, according to Mr. Delman, points 
toward a riot of color for Summer. For 
daytime all-over white and white with 
brown will be popular again, and blue 
and white, the nautical combination, 
promises to be more important than 
ever. 


Father of S. S. Weiss Dies 


DetroIT.—S. S. Weiss, Detroit repre- 
sentative of Superior Shoe Company, 
flew east to New York by airplane, on 
March 12, upon receiving word of the 
death of his father there. 





PROPR-BILT 


FOR GROWING FEET 


FOR 


SPRING 


To the retailer featuring 
Propr-Bilt Shoes, every week 
is foot health week—every 
da more opportunities to 
brin lasting foot comfort 
to his youthful trade. For 
Propr-Bilt, scientifically de- 
signed with patented inbuilt 
features, have earned the 
endorsement of the _ ortho- 
pedic world as best suited for 
modern footing conditions. 


Children today cannot wear 
“just shoes’ but must have 
added support to combat the 


ravages of prevalent foot 
ills. Propr-Bilt’s meet just 
this need—their special con- 
struction makes them invalu- 
able in correcting pronation 
and preventing serious foot 
disorders. 


To the merchant having 
the Propr-Bilt Agency, also 
goes the many advantages 
that come with the complete 
fulfillment of the Propr-Bilt 
plan—exclusive sale, planned 
promotion, dealer helps, and 
best of all good shoes with a 
sound sales background. 


This week the new Proor- 
Bilt Catalog goes forth to the 
trade listing over sixty- 
eight in stock styles. If you 
have not received a copy of 
this profit making book, we 
will gladly send one to you. 


“ O Donnell 


SHOE COMPANY 


TENN 


INTOR SHOE S1ON HUMBOLDT 


NEW YORK OFFICE 3} MARBRIDGE BLDG 





s 


BOOT AND SHOE RECORDER, March 30, 


1935 


Hack Heads Detroit Shoe Group 


DETROIT.—The Detroit Retail Shoe 
Dealers’ Association held their annual 
meeting on Tuesday, March 19, at the 
Fort Shelby Hotel. Election of officers 
was held, and a banquet followed. 

New officers for 1935, were headed 
by Nathan Hack, of Hack Shoe Com- 
pany, who was elected unanimously. 
Other officers are: First vice-president, 
Stuart J. Rackham, of Stuart J. Rack- 
ham, Inc.; second vice-president, Wal- 
ter Parker, of Ground Gripper Shoe 
Company; treasurer, Adolph Goetz, of 
Goetz-Mittleman Company; secretary, 
Ernest Bradshaw, of J. L. Hudson 
Company. 

New directors are: David Lieberwitz, 


_of L B Boot Shop; Herbert Burr, of 
| Feradale, a suburb; John Temple, of 


Arch Aid Boot Shop; and Harry Rosen- 
feld, of Sibley Boot Shop. 

Two hundred guests were present, 
including 50 shoemen from up-state 
Michigan. M. A. Mittelman, president 
of the national association, made the 
principal address of the evening, upon 
the evils of returned merchandise. 
Among the “nuggets of wisdom” culled 
from his speech were the following: 

“The fear of competitors causes 
many merchants to become mere easy 
marks.” 

“The customer is always right—when 
he is right.” 

“If the 30 day return period were 
adopted, chiselers would get new shoes 
every 30 days, going from store to store 
without ever paying.” 





| Boston Club Elects Gaddis 


Boston, Mass.—Members of the city 


| administration under Mayor Frederick 


W. Mansfield were guests of honor at 


| the annual dinner meeting of the Bos- 


ton Boot and Shoe Club, held March 
20, in the Hotel Statler. Included in 


| the business of the evening was the 
| election of officers and the unanimous 
| passage of a motion that the president 
| appoint a committee of five members 
| to cooperate with the New England 
| Shoe and Leather Association in plans 


for the annual Boston Shoe Fair, to be 
held next July. Addresses on civic af- 


| fairs were made by two of the guests, 





City Treasurer John H. Dorsey and 
Chairman of the Election Commis- 


| sioners David B. Shaw. 


The election resulted as follows: 

President and treasurer, Maxwell P. 
Gaddis, Hutchinson-Winch Co., Bos- 
ton; first vice-president, Charles T. 
Cahill, United Shoe Machinery Corp., 
Boston; second vice-president, James T. 
Gormley, Day-Gormley Leather Co., 
Boston; third vice-president, Francis 
B. Masterson, Hub Shoe Co., Boston; 
and secretary, James H. Stone, Boston. 

Executive committee: Thomas F. 
Dolan, The Shoe and Leather Mercan- 
tile Agency, Boston; William A. 
French, Stacy-Adams Co., Brockton, 
Mass.; Harry E. Gardner, American 
Oak Leather Co., Boston; B. Stanley 
Jordan, Jr., Dungan, Hood & Co., Inc., 
Boston; William W. Leavitt, Arnold 
Bros. & Co.,.East Weymouth, Mass.; 
Charles D. Malaguti, U. S. Counter & 
Shank Co., Boston; C. Harry Miller, 
Brookline, Mass.; Ernest B. South- 
worth, George E. Belcher Co., Stough- 
ton, Mass.; Everett T. Packard, Avon 
Sole Co., Avon, Mass.; and Eugene L. 
Wyman, United States Leather Co., 
Boston. 


Gerald Hess on Leave 


BurraLo, N. Y.—Edward L. Hen- 
gerer, president of E. W. Edwards & 
Son, announces that Gerald Hess has 
resigned as general merchandise man- 


ager of the Rochester store of the chain 
with supervision over the women’s and 
children’s footwear departments. Mr. 
Hess has been in ill health on an ex- 
tended leave of absence since last No- 
vember and Mr. Hengerer said he was 
hopeful Mr. Hess would return with 
the Edwards’ merchandising organiza- 
tion at some future time after he re- 
gains his health. No successor to Mr. 
Hess has been appointed. 


Men Want More Style 


Houston, Tex.—The new building 
for the Byrd Clothing Co. is fast near- 
ing completion. The site is one block 
south from their present location and 
so is nearer to the center. Alex Koth- 
vitz, men’s shoe buyer, is looking for- 
ward to the opening of the new store 
in which he will have a shoe depart- 
ment three times the size of the pres- 
ent one. 

Mr. Kothvitz reports that men are 
looking for more style and are buying 
more dressed up shoes. They are also 
thinking more of their ensemble than 
they have for several years. For that 
reason, a shoe department in a cloth- 
ing store must, of necessity, carry 
many different shades of brown. He 
believes that platinum and fawn com- 
binations will be especially good this 
Spring because of the importance of 
the gabardine suits. 


Georgia Chain Tax Bill 


ATLANTA, GA.—One of the first mea- 
sures which has been introduced in the 
1985 Georgia general assembly would 
place a license tax on all chain stores, 
ranging from $1.00 to $145.00 a store. 
The tax on the first store, as proposed, 
would amount to $1.00; on the second 
it would be $5.00; on the third, $10.00, 
and so on until the thirtieth store 
would be taxed a total of $145.00. All 
stores in excess of 30 would be taxed 
$145 apiece. It is interesting. to note 
that the first $70,000 would go to the 
state school for mental defectives! 
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Independents Have Edge, 
Says Charles Feltman 


Cuicaco—“Any live, alert shoe deal- 
er who really makes it a point to treat 
his customers right, be courteous at all 
times, and take an intense interest in 
his community affairs, can beat the 
average chain store,” Charles Feltman, 
of the giant Feltman & Curme chain 
of shoe stores, declared last Thursday. 

Mr. Feltman said that their firm tries 
to practice all of those principles, and 
in addition makes a special effort to 
keep up the attractive appearance of 
their stores at all times. That is all 
there is to it, he said, and every shoe 
dealer, in large city or small town, can 
achieve the same results by pursuing 
the same simple methods. If they do, 
the fear of the chain competitor will 
vanish. 

White oxfords and slippers are get- 
ting a good play at Feltman & Curme’s 
now. Mr. Feltman sees a still greater 
demand ahead for this year than last. 
The demand so far this season has 
been about equally divided between 
pure whites and two-tone blues and 
browns. The movement of blue and 
black pumps has been phenomenal in 
the $3 grade, and the forward slide 
still continues as warmer weather ap- 
proaches. 

The 134 North State Street store is 
getting a new modernistic front. Mr. 
Feltman is optimistic enough to be- 
lieve that the reconditioning of sales- 
rooms at this time is good business. 


The Younger Generation 
(CONTINUED FROM PAGE 52) 


To accomplish this was no mean job, 
but the younger Myers had a way with 
him that commanded business and re- 
spect. Just as his father had won the 
confidence of his trade, so did he, and 
instead of trade coming to the house 
from a few adjacent states, customers 
regularly visit the house of Myers from 
Florida, Texas, Missouri, Michigan, and 
other far-away territories. 

Their accounts now include the lead- 
ing department stores and the cream of 
the exclusive shoe stores in their terri- 
tories. 

It is common gossip today concerning 
the success of D. Myers & Sons, Inc. 
In every part of the country they are 
known as a leading women’s novelty 
shoe house. Their innovations—their 
plans—are eagerly accepted by their 
trade. 

Through the able leadership of El- 
kan R. Myers they today have over 2000 
outlets, and throughout the depression 
period constantly improved their vol- 
ume. 

To quote Mr. Myers: “During the ‘so- 
called’ depression from 1929 to 1932 we 
have increased our volume and pay- 
roll. We were never forced to cut a 
salary—instead, gave bonuses. We be- 
lieve in trade promotion and have con- 
stantly increased our appropriation as 
concerns this phase of our business.” 
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The werld‘s smoothest shoe salesman 


Thousands of shoe retailers who bought Trimfoot because 
it yields 100% as a profit-making accessory now recognize 
that it is most valuable as an aid to shoe sales. 


When callouses and metatarsal pains interfere with the 
smooth progress of a sale, they resort to a new type of T.O. 
—the T. O. (turnover) to Trimfoot—and the difficulty dis- 
appears. 


More than 75% of women and a sizeable percentage of men 
are tortured by metatarsal pains and callouses. You are 
severely handicapped in efforts to sell these customers. 
They fail to realize that the fault is with their feet— not with 
your shoes. 


When your customer complains, “I like the shoe—but it 
doesn’t seem to fit,” slip in Trimfoot and save the sale! 


A SUPER SALESMAN 


In stores where Trimfoot has been given the chance to work, 
it is not merely making and saving sales — it is also speeding 
up sales, it is minimizing returns 
and complaints, and building new 
business by word-of-mouth. 

Any intelligent salesman can fit 
Trimfoot successfully and quick- 
ly. Simply try in the shoe to 
check exact position of the met- 
atarsal. Pull off paper protecting 
adhesive and apply. Once ap- 
plied, Trimfoot sticks in position 
for the life of the shoe. 


List Price 600 


Dozen Pairs 


Order a few trial pairs now! Write to- Retail Price $ 1 00 
day for the Free booklet, ““Here’s How.” Poir 


WIZARD COMPANY 
ST.LOUIS, MO. + + + WALSALL, ENG. 














“When in CHICAGO 


Sleep in Mountain Air 
AT THE 46-STORY 


MORRISON 
~ OTE Madison and 


Clark Streets 
THE CENTER OF DOWNTOWN 


In the unbroken silence of 
a Morrison Tower room, 
you sleep soundly all night; 
yet you are only an ele- 
vator ride from the heart 
of the business district. 


SINGLE ¢ 
ROOM 
$4.00 Double 


with Bath, Servidor and 
Circulating Ice-Water 


& 
Home of 


TERRACE GARDEN 
BOSTON OYSTER HOUSE 


LEONARD HICKS, Managing Director 
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In New Dork 


2 FOR ROOM WITH BATH 


584 large, attractively furnished rooms, 
with private bath...from $2 single and 
$3 double, with running water...from 
$1.50 single and $2.50 double. Home of 
the new Garden Restaurant and the fa- 
mous Cafe Bar Martinique. Direction: 
American Hotels Corporation. J. Leslie 
Kincaid, President. George H. Wartman, 
Supervising Manager. 


eter 


BROADWAY AT 32ND STREET 
NEW YORK 
One block from Pennsylvania 


R.R. Station and Empire State 
Building. 





Mass Dhestees Sell White Polish 


How Shoe Men in Houston, Texas, Are 
Increasing Sales and Profits by Promotion 


Houston, Tex.—Between the chain store policy of 
overselling shoe polish and the department and shoe 
store way of underselling it, there has developed in 
Houston a new approach in shoe polish selling, with 
particular reference to white polish, which is proving 
very successful. 

This method consists of displaying great quantities 
of various kinds and types of white shoe cleaners either 
on the floor or on the wrapping counter. Absolutely 
no High pressure salesmanship is used in forcing sales. 
An occasional reminder of the need of white polish 
when selling white shoes is usually all that is necessary 
to make the sale. 

Displaying an occasional bottle of cleaner is not 
enough to do the job, but a huge stack shown at one 
logical spot will do the trick. Five typical stores were 
queried on this subject: A high grade family shoe 
store; a men’s shoe department in a good clothing 
store; a leased shoe department in a good department 
store; a popular priced family shoe store and a chain 
which does not believe in forcing the selling of find- 
ings. No attempt was made to contact all stores in the 


city but these four were taken for the purpose of this 
case study. In each case practically the same general 
thought prevailed, that of substantial displays and the 
salesperson’s mention of the article. None of these 
stores believe in hounding customers to buy findings of 
any sort, yet they sell a goodly amount. 

Houston has a long white shoe selling season. White 
shoes are worn by children the year round. Women 
put them on in February for a six to eight months’ 
period, while the men start wearing their white shoes 
in April and often continue through a warm September. 
The city, therefore, is a natural selling spot for white 
shoe cleaners. 

Shoe stores and shoe departments do a major job 
in this direction, so much so that the amount of white 
polish sold in the drug stores and at five and ten cent 
counters is of small moment. Curiously enough, men 
seldom buy white cleaners for their own shoes. When 
they do buy it, the sale is usually traceable to a direct 
request from home to go to a certain store and buy a 
certain named cleaner. 

[TURN TO PAGE 67, PLEASE] 
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Northwest Convention Plans 


SEATTLE, WasSH.—Plans are going 
forward for the holding of the eighth 
annual convention of the Northwest 
Shoe Retailers’ Association, with selec- 
tion at Seattle of committee chairmen 
and their committeemen. A_ recent 
meeting of the association was held in 
Seattle at the call of its president, 
Everett Nordstrom, of Nordstrom’s 
shoe store of Seattle. 

The convention will be held at Port- 
land during the Summer, on precise 
dates to be announced later. James 
A. Lawrence, of the shoe department 
of Meier & Frank, has been named as 
chairman of a committee to have 
charge of the program of events at 
that time. Entertainment will be in 
the hands of William H. Harbke, of 
the H & H Shoe Company, and the 
committee of which he is chairman; 
style shows under direction of Henry 
Waters of the Charles F. Berg shop, 
and committee; reception by Harry F. 
Goldstein, chairman, and _ reception 
committee, while finances will be ar- 
ranged by Will Knight as chairman, 
and the finance committeemen. 

C. L. Robbins of the Stetson Shoe 
Store, has been named as chairman of 
the exhibit committee; Willis Har- 
greaves of Meier & Frank, chairman of 
the golf committee; Steve Wochos, 
manager of the shoe department of 
Ungar’s, chairman of publicity; I. I. 
Stewart of the Cantilever shoe store, 
chairman of the automobile commit- 
tee, and Dr. J. M. Ingalls, chairman 
of the registration committee. 

With full committees and their chair- 
men named at the recent Seattle meet- 
ing, plans for the forthcoming Port- 
land convention will be pushed to their 
culmination in the next few months. 


Detroit Gets Michigan 
Convention 


DeTROIT.—An important change in 
the Michigan convention date and place 
was announced last week by M. A. Mit- 
telman, president of the national asso- 
ciation and executive vice-chairman of 
the Michigan Retail Shoe Dealers As- 
sociation, at the Detroit banquet on 
Tuesday night. 

The convention will be held in De- 
troit, instead of Grand Rapids as in 
recent years. Arrangements have been 
made for the Detroit-Leland Hotel. 
Dates will be Jan. 12-13-14, 1936. De- 
troit shoe men are already planning the 
biggest shoe style show ever put on by 
a state convention here. 





Rhode Island Sales Tax Bill 


PROVIDENCE, R. I.—A two-cent retail 
sales tax would be levied in this State 
if legislation introduced into the State 
Assembly is passed. It is being fought 
very actively by retailers and various 
Chambers of Commerce and business 
organizations. 
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REDUCED FARES 
FOR STYLE CONFERENCE 


A concession of one and one-third fare on 
the "Certificate Plan" will apply for mem- 
bers and dependent members of their families 
attending the meetings of the National Shoe 
Retailers Association and Tanners’ Council of 
America, to be held at Waldorf-Astoria Hotel, 
New York, N.Y., April 29-May 2, 1935, and these 
arrangements will apply from territories of the 
Central Passenger and Trunk Line Associations. 
The following directions are submitted: 

Tickets at the regular one-way tariff fare 
for the going journey must be obtained on 
any one of the following dates (but not any 
other date): April 25 to May |, inclusive. 

Be sure that, when purchasing your going 
ticket, you request a Certificate Plan CER- 
TIFICATE from ticket agent. Do not make 
the mistake of asking for a "receipt." 

Present yourself at the railroad station for 
ticket and certificate at least thirty minutes | 
before departure of train on which you begin 
your journey. | 

Certificates are not kept at all stations. | 
It is suggested that you inquire at your home | 
station and ascertain whether or not agent) 
can issue through ticket and certificate to 
place of meeting. If not, the agent will in- | 
form you of the nearest station at which they 
can be obtained, In such case, you should | 
purchase a local ticket to the station which 
has certificates in stock and from there buy a | 
through ticket to place of meeting and at the 
same time ask for and secure a “Certificate | 
Plan”? certificate. 

Immediately on your arrival at the Waldorf- 
Astoria Hotel, New York, present your cer- 
tificate to the endorsing officer, John J. 
Holden, Manager, National Shoe Retailers As- | 
sociation, as the reduced fare for the return 
journey will not apply unless the certificate is 
properly endorsed by him and validated by 
a Railroad Special Agent as provided for by 
the certificate. 

Arrangements have been made for valida- 
tion of certificates by a Special Agent of the 
carriers on April 29 to May 2, inclusive, pro- 
vided such certificates, or a combination of 
such certificates and round-trip tickets, held 
by members of the organization and depend- 
ent members of their families aggregate not 
less than 100. 

To prevent disappointment, it should be 
understood that the reduction on the return 
journey is not guaranteed, but is contingent 
on an attendance at the meeting of not less 
than 100 members of the organization and de- 
pendent members of their families, holding 
certificates, or a combination of certificates 
and round-trip tickets as explained above. 

Tickets so purchased will be qood for re- 
turn passage to reach original starting point 
within 30 days in addition to date of sale of 
going ticket, as shown on the certificate. 





Edward J. Stocker, Jr. 


Detroir.—Edward J. Stocker, Jr., | 
died March 9, in Detroit, following 
a heart attack. He was only 24 years | 
of age, and had been associated with | 
his father, Edward Stocker, Sr., for | 
the past six years in their store on} 
Gratiot Avenue. Following several | 
years of association, he expected ulti- 
mately to take over the business. 

The Stockers were among the best | 
known neighborhood shoe men in De- 
troit, and were very active in associa- 
tion affairs. The funeral was attended 
by about 25 prominent shoe merchants. 
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PINLIN—white and blue 
trim—2389H NATURAL PINLIN—brown and beige 


ANITA—2387H BLUE 


trim—2388H WHITE PINLIN—white trim—2386 
WHITE PINLIN—blue patent trim—1681 LAST— 
16/8 Cuban Heel—IN-STOCK $3.15. 





PARAGON—2371H BLACK SWIRL—patent trim— 
2373H WHITE SWIRL — calf trim — 2374H BLUE 
SWIRL—patent trim—1775 LAST—17/8 Continental 
Heel—IN-STOCK $3.15. 





CHARMAINE—2353H BLUE CRUSHED KID— 
patent trim—2354H WHITE CRUSHED KID—patent 
trim—2355H BROWN CRUSHED KID—2400H ALL 
WHITE KID—1681 LAST—16/8 Cuban Heel—IN- 
STOCK $3.15. 


NEW, SBICCA SINGLE SOLE 
CONSTRUCTION 


Cinderella, by merging timely and 
adroit styling with this superior con- 
struction, sets a new, high standard for 
shapeliness, flexibility, lightness and 
value in the popular price field. There 
is a Cinderella shoe for every occasion, 
eminently salable, thoroughly satisfy- 
ing, carried in stock. Write today for 
the beautiful Cinderella catalog which 
explains the Sbicca construction in de- 


tail—and illustrates 


70 IN-STOCK STYLES—AAAA to C—1 to 9 


CINDERELLA 


SHOE CO. 
Division of Dyer & Hall, Inc. 
AUBURN MAINE Zoe 










NIA 


TRADE MARK REGISTERED 


* 
FOOT HEALTH 


Van Tan Innersoles supply 
the extraordinary flexibility 
and cushioning resiliency 
necessary to complete foot 
comfort. These qualities 
endure for the life of the 
shoe. 

Foot Health starts with foot 
comfort. 

No other innersole is so 
well suited to orthopedic or 
corrective footwear. 


Ask your manufacturer, 
or write us for the facts. 


VAN TASSEL 
LEATHER COMPANY 
NORWICH, CONN. 








Effective Radio Tie-Up 


FALL River, Mass.—A profitable tie- 
up between his Treadeasy Shoe Depart- 
ment at the McWhirr Department 
Store, Fall River, Mass., and the 
podiatrists and chiropodists was made 
by Eugene Lamont, department man- 
ager, when he staged a series of radio 
talks by the president of the local as- 
sociation of chiropody. 

Mr. Lamont featured the talk on 
Thursday at noon time, the broadcast 
being preceded by three spot announce- 
ments on each of three previous days. 
By thus previously announcing the 
talk, Mr. Lamont built up his radio 
audience at slightly additional cost. 

The talk tied in nicely with the 
Treadeasy footwear sold in the depart- 
ment because it brought business from 
these foot experts. 


Expect Big Sport Season 


i GALVESTON, TEx.—“This late Easter 
just delays the opening of the men’s 
Spring shoe selling that much,” re- 
ports J. B. Klotz, men’s shoe buyer in 
the Leopold & Shafer clothing store. 
“Men do not buy white and sport shoes 
as early as the women. When the sea- 
son does open up, we look for a fine 
sale of all white shoes and sport shoes 
of all kinds. At least 75 per cent of 


our Spring and Summer business will 
be on all-white shoes.” 
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Long Beach Likes Gabardines 


Lonc BeacH, CaL.—A. F. Mussel- 
man, proprietor of the Quality Boot 
Shop, 333 Pine-~ Avenue, is finding 
gabardine very popular this Spring. 
One number that seems to interest 
Long Beach young women is a one- 
eyelet tie. This comes in Palm Beach 
with French blue kid trim, blue with 
blue kid trim, brown with brown kid, 
and black with patent. 

The trim includes the tip, fox, heel 
and saddle edge. The vamp is medium 
short and the heel is a boulevard, 19/8. 

A kindred shoe comes in beige with 
brown trim with a very flattering 
vamp. 

There has been a big demand in this 
store since the first of March for a 
white kid with mottled crushed brown 
kid trim. This is a cleverly air-con- 
ditioned oxford, the tip and lace stays 
being cut along the edge in saw-tooth 
fashion, the valleys between the saw 
tooth forming triangular ventilators. 

Both kids and patents with the en- 
tire surface lined with parallel braid 
strippings are still in demand in spite 
of the early vogue for white and near- 
white. Conspicuous brown saddles on 
white buck are also going strong. 
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These SOTES on FOOT mara 4 
VOUT EXERCISES arr presented w 


HACK SHOE COMPANY 


cmpuaen of io aes ida agers, Medora Style Hcokth Foonecer 
Shee Speciaiots. We will be Sth Floor, Stroh Building 
Ses DETROIT =~ MICHIGAN 


Foor Exercises 
For the Development and Strengthening of Weak Feet 


Orcgaent Av ds oth Cine Compeay 





THESE FXERCISES SHOULD OF PERFORMED WITH THE FEET s.me 
To Strengthen The Longitudinal Arch: a 
1 Ender rectimag or sitting. bold the legs fogs sernighe oot tm 7) 2 Ly 
ee Bend the feet ot the sable, bechward wo qi 
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For The Anterior Metatarsal Arch 


Stand om © thick book lhe the telephose directary. with 
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6. Pick up © towel, sock or pencil with the torn Release it, 
© (ary throwing #4). Repest Gre te ten times 


Turn over on other side for NOTES on FOOT HEALTH 
. 








Detroit. — Nathan Hack, of Hack 
Shoe Company, is issuing a new chart 
to his customers, giving instructions in 
foot exercise and a series of valuable 
and interesting pointers in foot health. 
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A copy is distributed or wrapped with 
every pair of shoes sold, and numerous 
written or telephoned requests have 
likewise come in for the chart. 

It was prepared by Hack’s son, Dr. 
Morton Hack, D.S.C., and covers a wide 
variety of foot facts. 





Brown Oxfords Best Sellers 
Clyde Taylor Says 


DeETROIT.—Styles in women’s shoes 
are all in oxfords now, according to 
Clyde K. Taylor, of Stuart J. Rackham, 
Inc. Walking oxfords in particular are 
showing increasing demands. 

Brown is leading color, with blues a 
close second. The store is promoting 
blue heavily, in the expectation that 
the season for this color will end sud- 
denly, dropping into an early and heavy 
white season, despite the late Easter. 
This will be true, Mr. Taylor says, in 
both women’s and children’s shoes. 

The children’s shoe departments have 
been selling well, with sales demand 
somewhat ahead of usual at this period. 
This department is Mr. Taylor’s spe- 
cialty. 


Detroit Store Remodeled 


DETROIT. — Louis Jacobson’s Crystal 
Boot Shop at 4848 Michigan Avenue 
has been thoroughly remodeled. Located 
in a central west side shopping district, 
the store is one of the most modern in 
the district in its new layout. 

‘Concealed stock design without shelv- 
ing has been used, with a drapery at 
the rear entrance. Glass and chrome 
plated fixtures are used, with moder- 
nistic chrome-plated chairs for cus- 
tomers, using red upholstery. 

A modernistic black and silver front 
gives an attractive street appearance, 
with a two-window layout, each de- 
voted to a separate price level. The 
Crystal store carries only women’s 
shoes. 


Unusual Shoe Window 


MILWAUKEE, WIs. — In connection 
with the second annual Research Shoe 
Fitting School, sponsored by the Re- 
search Foundation, the S. J. Brouwer 
Shoe Co., featured an unusual window 
display during the week of March 1! 
to 16. 

Featured in connection with the dis- 
play was a life-size model of a man 
completely electrified to show the work- 
ings of the nervous system and how 
disturbances in the feet are transmitted 
to other parts of the body. 

The entire front of the firm’s store 
here was given over to this display, 
which included many other interesting 
exhibits in the show windows. Out- 
standing authorities on feet and shoes 
addressed more than 50 shoe fitters, 
osteopaths and doctors who attended 
the school... Included among the speak- 
ers were Ruth H. Kerr, New York, 
shoe style analyst, and S. J. Brouwer, 
in whose store the sessions were held. 
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All Our White Fabrics Are Especially Treated 
for Dyeing 





Terms 2% 10 dee Net 30, F. O. B. Factory 
(25e Service Charge On Orders Less Than 3 Pairs) 





STYLE BROADCAST 


LATEST NEWS FLASH :— 


Sales On Hannahson’s White Sandals Are Breaking All Records 


AA to © Widths 


HANNAHSON'S, HAVERHILL, MASSACHUSETTS 


IN 
TYLE 


CAMPUS 








2 bey White Kid ..ccccccccccccvcccsccvese % 10 





B 1518 White Kid ...cccrcccccccccccccccees $2.35 1101 Genuine Silver Kid.........---e-eees $3.35 4140 Black Faille, Satin Stripping......... 2.00 
R 4196 Black Faille, Satin Stripping........ 2.00 R 1491 White Kid wee 2.35 R 4142 White Faille i 
R 4198 White Faille, Satin Stripping........ 2.00 eer ee ee Fs R 4580 White Linen i ¥ 
MGS TE goon cccccccccaccscecccs 1.85 TAD TEAS viewer vcscctvcgaesscsesases 2.35 . pro a os Le Sécdenceee = 
NX P — 5s ‘an Genuine Mia Oe 5 
72 Last, Narrow Toe, 20/8 Louis Heel. B 1497 Patent Leather «2. .sccccscccscceses 2.35 42 Last, Medium Toe, 19%4/8 Louis Heel. 
AAA to C Widths R 4127 Black Faille, Satin Stripping......... 2.00 AAA to C Widths 
® - 2 y We TORE We A hc con cekecvaes conccienves $2.10 
R 1519 EF ey ees ea $2.35 R = _— PONG occ cvicvececevecsccceses 2.00 4588 Wits Lied rors 8 
R 4549 White Linen | settee eens stececescerss 1.85 RB 4548 White Linen .......ccccccccecscceces 1.85 17 Last, Medium Toe, 15/8 Cuban Heel. 
339 Last, Med. Narrow Toe, 15/8 Cuban Heel. AA to C Widths 
idti g , mx WBA i ie ve Cevcteteanesscudacead $2.10 
AA to C Widths 24 Last. Full Round Toe, 10/8 Block Heel. Wane White Bin@d eee 5 


1.8) 
24 Last, Full Round Toe, 11/8 Military Heel. 
AA to C Widths 





Send for New, Complete Summer Bulletin 





According to W. A. Nunez. who buys the findings in 
the Krupp & Tuffly store, the best way to sell white 
cleaners is to make a good floor display right in the 
center of the department. This store never pushes 
polishes or accessories of any sort. In fact, Mr. Tuffly 
does not believe it good policy to even pay PMs or 
special commissions on these sales. 

On the second floor of this store, where the prices run 
from $6.50 to $15.50, some 20 gross of 25c. polish 
will be sold in a season. On the third floor, which in- 
cludes the Budget Shop and children’s department, 50c. 
sizes outsell the 25c. kinds. This is direcly traceable to 
the great volume of children’s white shoes sold. Prac- 
tically no white polish is sold in the men’s department. 
The 50c. size is more or less on a decrease, as people 
prefer to buy the smaller size and buy it often. 

In Sakowitz Bros., a high grade men’s and women’s 
clothing store, white shoe polish is sold by means of 
the shine stand in the men’s shoe department on the 
street floor, the women’s shoe department being located 
directly overhead on a balcony. Along the first of the 
white shoe selling season, one thousand courtesy cards 
are mailed to customers, entitling them to ten free 
shines. Experienced shine boys are employed who are 





Mass Displays Sell White Polish 


[CONTINUED FROM PAGE 64] 


capable of doing a first class job. Customer inquiries 
as to the make of polish used always result in many 
sales. 

Even though the men are hard to sell polish, there 
are a lot of women who shop with men and boys, so the 
white cleaner sales amount up to five gross in the 
course of a season. Most of this business comes from 
mothers buying white shoes for boys. 

It is generally the maid’s job to clean white shoes in 
most families, consequently a bottle of polish does not 
last long. The boys on the floor are suggesting to cus- 
tomers that they buy from two to four bottles at a 
time. With all-over white shoes so much in demand, 
the men’s shoe department expects to double last year’s 
white cleaner sales. The fact that the store sells the 
same white shoe cleaner as is used at the shine stand is 
proof to the customer that the product is good. Men 
on the floor suggest white cleaner, but are not insistent 
about selling it. 

Few pairs of white shoes go out of either the high 
grade balcony department or the basement shoe de- 
partment in Levy’s without accompanying white 
cleaner. Both of these departments are operated by the 

[TURN TO PAGE 71, PLEASE] 





































Men's Shoes 
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Children's Footwear 
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MBS. ears IDEAL BABY SHOES 


MRS. DAY'S IDEAL BABY 
Locust St. Danvers, Mase. 
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Shoe Trees 
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QUICK PROFIT ITEM - 50) 


SIMPLEX SHOE TREES 
SELF ADJUSTING 
A Gentle Squeeze 


Inserts or Removes 
WRITE FOR 
UNIQUE 


RETAILER 
LJ 
) 
FOR mie 
ano WOMEN 







' Simplex 
SHOE TREE | CO. 
IGAN AVENUE: CHICAGO 






159 NORTH MICH 
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Hosiery Protectors 


ll li ei hie eli edi i ie eli tie ti 





\\ ALi real 





are SEAMLESS 








and SMOOTH 


There are * back- 
seams on ALK- 
EZE’'S to atte 
the heel. That is 
why they are the 
outstandin; leaders 
in the field. 
ORDER FROM 
YOUR JOBBER 








Manufactured by 
}_Onondage Hide & Leather Co., Syracuse,N. Y. 
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came together at famous resort récently, and the camera caught them in a merry 
mood. Left to right: B. A. Pollock, Asheville, N. C.; Phil May, Charleston, W. Va.; 


George J. Marott, Indianapolis; 


Retailers Association, Detroit; David P. Wohl, 


M. A. Mittelman, president National Shoe 


St. Louis; Abe Kempner, Little 


Rock and Hot Springs; Charles Miller, New York; John Spalo, Chicago. 





Robberies in Denver 


DENVER, CoLO.—Within a period of 
less than two weeks, two Denver shoe 
stores have been the victims of daring 
holdups. On Monday morning, March 
4, two well-dressed stickups forced Roy 
Yost, manager of the Feltman & Curme 
store at 1006 Sixteenth Street, to open 
the firm’s safe and permit them to loot 
it of more than $800. One of. the men 
maintained a “lookout” position near 
the front door, while the other forced 
Yost into the basement of the building 
when an employee was working. 

After robbing the cash register of a 
small sum, the hold-up man discovered 
that the safe was locked and then 
brought Yost upstairs again to work 
the combination. Yost’s assertions that 
he did not know the combination 
brought scoffing replies from the gun- 
man. After the safe was unlocked, Yost 
was again forced into the basement. 
He and the employee escaped through 
a freight chute, and would have done 
so quicker had it not been that the 
chute was directly in line with the 
vantage point occupied by the “look- 
out.” After the holdup, chief of police 
George Marland made an appeal to 


| shoe stores to refrain from locking up 
| Saturday receipts over the week-end in 


store safes. 

The Thom McAn store at 823 Fif- 
teenth Street was held up Saturday 
evening, March 16, and robbed of $30. 
The gunman took $30 from the cash 
register, and after forcing the man- 
agement to open an empty safe, fled 
on foot and escaped. This store has 
been held up several times in the past 
few years. 





Men's Two-Tone Combinations 


Los ANGELES, CaL.—Abe Bender, 
buyer for the men’s fine shoe depart- 
ment on the first floor of the May Com- 
pany’s store, is finding a big demand 
for two-tone combinations. Two out- 








standing numbers are intended to be 
worn with the dark brown or mixed 
brown suits now so popular. One of 
these is in beige suede with a brown 
trim and with brass eyelets. The other 
is in dark brown suede with dark brown 
calf trim. 

Yet another is a two-tone made up 
of smoked elk with tan calf trim. 

Two plain numbers that sell well 
are an all-over gray suede and an all- 
over sand colored suede. 

Demand has now sprung up for 
bucks, and the all-over white bucks 
with heavy crepe rubber soles and eye- 
lets to match are beginning to move. 
The same thing in gray and in brown 
is also showing strength. These latter 
numbers are decidedly collegiate in 
make-up and have plain toes. They 
are being promoted in place of the 
Cuban shoe which was stressed through- 
out the country last year. Mr. Bender 
feels they give more support to the 
foot and yet carry with them all the 
appearance of comfort and informality 
found in the Cuban shoe. 

Ventilated sandals are now in the 


picture in this department. They are 
monkish in appearance, have pro- 
nounced cut-out effects, show firm 


T-straps with wide in-straps and come 
in smoked elk and white pig. They 
have leather soles with real Goodyear 
welts. They come in plain colors—no 
combinations. 

Among the more dressy shoes for 
early Summer Mr. Bender finds the 
strongest demand for all-over white 
bucks, plain toes, and straight tips. A 
black trim on a white buck is meeting 
with a surprisingly good demand, but 
the brown trim naturally is well ahead 
of the black. The wing tip with ample 
perforations has the edge on the other 
types. 

Plans are complete for the re-model- 
ing of this department with new upper- 
wall finish, more modernistic wall 
panels, new carpets and re-vamped 
chairs. 
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Partners Divide Stores 


DetrROIT. — Reorganization of two 
downtown stores took place this week 
with the splitting up of partnership 
between Nathan Watterstone and Nor- 
man Rosenberg, who previously had 
two stores together. Norman’s Shoes, 
at 34 West Grand River Avenue, is be- 
ing taken over solely by Rosenberg, 
while Rogers Shoes, at 201 State Street, 
is taken over by Watterstone. 

Leo Drabkin has been appointed 
manager of the Norman’s Shoes store, 
and David Goldfire, assistant. The store 
will be devoted to a new type of trade, 
according to Rosenberg. The former 
conservative policy will be dropped, 
and definite appeal made to a younger 
trade. Emphasis will be upon flash and 
novelty rather than upon the more 
staid lines. 

“Business looks very good for the 
store,” Rosenberg said. 





Announce New Agency 


New YorK—Gertz of Jamaica, L. I., 
one of the leading department stores 
in suburban New York, announce in 
their local newspaper a new Treadeasy 
agency. Since the inception of an out- 
door advertising campaign concen- 
trated in the Metropolitan area, Tread- 
easy has added several well known 
names to its list of dealers in this area. 


GERTZ 








navy 


Now Gertz brings | you 


TREADEASY 
SFIQIES 


You'll want to jump with joy when you 
get Treadeasys on your feet! They're so 
comfortable! The special arch saddle 
closely hugs and supports the inner arch 
and takes the strain off the arch rtiuscles 
and tendons. And they ARE good look- 
ing! Just look at that stunning high-cut 
oxford, in kid and patent. And the kid 
T-strap sandal. Both high fashion. Now 
try them on. You won’t want to take 
them off again! 


6.50 





Diack oF 
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GERTZ SHOES— 
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Making Profits 
for Retailers 


Old Colony Shoe Company in the—Non-Curl 

Process Shoe—presents the latest advancemnt in 

* shoe construction and the perfection of a positive 

smooth non-curl innersole shoe; attempted by 

many in the past but finally perfected and patented 
by its sponsors. 


The 
Non- Curl 


Process 
Shoe 


A retailer and buyer’s success is based on repeat 
sales. Here at last is the shoe with a guaranteed 
non-curl innersole and emboding other features 
to prevent the cracking of the innersole and the 
shifting of its bottom filler to cause discomfort 
to the foot. 


The Old Colony Shoe Company’s Non-Curl Pro- 
cess is effective in orthopedic or corrective foot- 
wear as in street, dress or sport shoes. Its special 
features have a tremendous sales value and 

guarantee you a steady, repeat business with 
a generous profit. 
















For Orthopedic footwear, Old Colony’s Foot Balance 
heel, illustrated at lower left, is the latest in heels and 
acclaimed by fitting experts as the ideal heel for correc- 
tive or ordinary type shoes. This heel has a featured 
extension, moulded to fit beneath the arch of foot, ab- 
sorbs the pressure and distributes the weight of the body. 





SMOOTH CALF 
INSOLE COVER 




















NON CURL PROCESS 
COVER LASTED IN 


NON LUMP 
FILLER 























41 patterns carried in stock for immediate service. 
Write for our In-Stock Catalog. 


OLD COLONY 





SHOE 
* . COMPANY " 


BROCKTON 











Third Fleer 


MASSACHUSETTS 
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Men's and Women's 
Slippers 


hh 


EVANS’ SLIPPERS 
Hand turned — Cement 
Padded Sole 
For Men, Women, Children 


77 Styles in Stock 
Send fer Catalog 


L. B. EVANS’ SON CO. 
Wakefield, Mass. 
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Shoe Dressing 
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A NEW and BETTER 
WHITE DRESSING 


SHU-PRIM 


tested and used by leading tan- 
ners and manufacturers. Made 
in four whites :— 
WHITE NAPSKIN 
for rough leathers 
WHITE KIDEX 
for smooth leathers 
WHITE ALL WHITE 
for all purposes 
WHITE SOAP in jars 
makes any white shoe washable. 
SHU-PRIM is also made for every kind 
and color of leather—especially 
TREEBARK - SWIRL - GRENELE 
YARDLEY and all fabrics. 
Write for sample or trial order of 
dozen assorted at $1.50 per dozen. 


SIGNAL CHEMICAL CO. 
791 Tremont Street Boston, Mass. 
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Ballet Slippers 
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BALLET SLIPPERS 
Right and Left Lasts 
Black Kid 
Wem 
$1.35 $1.30 
No. 609 
Wom. Miss Child. 
$1.20 «$1.15 $1.10 











BROOKS SHOE MFG. Co. 
Swanson and Ritner, Philadelphia 
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Obituary 


Pioneer Manufacturer, Successful 
Merchant—Sylvan Dalsimer Dies 


PHILADELPHIA—Sylvan Dalsimer, 93, 
founder of one of the best-known shoe 
firms in the country, died March 14 in 
Atlantic City, after a short illness. 
The funeral was held Sunday at 2009 
North Broad Street. Burial was in 
Mount Sinai Cemetery. 

A pioneer in the machine manufac- 
turing of shoes, Mr. Dalsimer became 
known throughout the country after he 
founded the Dalsimer store, 1211-15 
Chestnut Street. Born in New Orleans 
in 1842, he attended school in Natchez, 
Miss., until his French parents moved 
to Baltimore when he was 13. 

While there he began his career in 
his father’s shoe store and at about the 
same time a machine was invented that 
could make shoes more rapidly than by 
hand. 

Against the advice of his parents he 
decided to open a shoe manufacturing 
concern, employing the new method of 
production, in 1873. Mr. Dalsimer 
came to this city with his first machine, 
but met with labor opposition that 
necessitated his moving to Camden, 
where he opened the first shoe factory 
in America. 

Elated by his success, he tried Phila- 
delphia again and labor greeted him. 
His plant enlarged steadily and he 
moved from his original store at 29-33 
North Ninth Street to 1204-08 Market 
Street, where it remained for 37 years. 
Shortly before he retired the manu- 
facturer and merchant realized the am- 
bition of a lifetime when he opened a 
new store on Chestnut Street, where he 
was active in directing the business of 
his firm until his retirement in 1930. 

Surviving are his second wife, the 
former Flora S. Lee, three sons, Her- 
bert, Milton and Walter Dalsimer, and 
a daughter, Mrs. Max Rieser, of Colum- 
bus, Ohio. A fourth son, Dr. Leon S. 
Dalsimer, died a few years ago. 


Edgar A. Bates 


MontTciair, N. J.—Edgar A. Bates, 
who five years ago retired as president 
of both the A. J. Bates & Co., shoe 
manufacturers, and the Bates Shoe 
Company, both of Webster, Mass., died 
recently of a heart ailment at his 
home, 218 South Mountain Avenue, 
Montclair, N. J. He had been ill some 
time. Mr. Bates was 66 years old. 

Born in Brooklyn, Mr. Bates spent 
40 years of his life in the manufactur- 
ing and wholesaling of shoes. He had 
lived in Montclair for the last 20 years. 

He is survived by his widow and 
three sons, John T. and Andrew J. 
Bates, both of Montclair, and Edgar 
A. Bates, Jr., a student at Williams 
College. 

Funeral services will be held at the 
Bates residence on Saturday. 


1935 


Frank C. Stetson 


Boston, Mass.—Frank C. Stetson, 
who, until his retirement a few years 
ago, had been a well-known shoe man- 
ufacturer, died recently at his home in 
Sumner, Me. Mr. Stetson, with Albert 
N. Blake, founded the Watson Shoe 
Company of Lynn, Mass., later moving 
to another factory in Stoughton, Mass., 
where operations were carried on until 
the firm liquidated. Mr. Stetson then 
retired from active business and moved 
to Sumner where he had owned an es- 
tate for many years. Funeral services 
were held March 18 at the home of 
Dr. H. C. Reed of Whitman, Mass., and 
burial was in the Colebrook Cemetery 
of that town. 


Army Shoe Bids Opened 


Boston, Mass.—Keen competition, 
with prices ranging from $2.475 to 
$3.29 per pair marked the recent bid- 
ding to supply about 500,000 pairs of 
army service shoes. This was dis- 
closed on March 20 when bids were 
opened at the office of Major George 
Luberoff, commanding officer of the 
army quartermaster’s depot. Awards 
will not be made until the money is 
available but low bidders were as fol- 
lows: 

Brown Shoe Company, St. Louis, 
150,000 pairs at $2.505; International 
Shoe Co., St. Louis, 40,000 pairs at 
$2.53; Endicott-Johnson Corporation, 
Endicott, N. Y., 194,400 pairs at $2.475 
and 100,000 pairs at $2.525; and Joseph 
M. Herman Shoe Co., Boston, 18,592 
pairs at $2.55. 

Bids for 312,500 pairs of all rubber, 
four-buckle arctics are to be opened 
here on March 29, as well as bids for 
15,625 pairs of knee-height, all-rubber 
boots and a similar quantity of hip- 
length rubber boots—these presumably 
for the use of the Civilian Conservation 
Corps. 


Knudson Goes to May Company 


Los ANGELES, CAL.—John Knudson, 
who has been manager of the Huggins’ 
Shoe Store on Wilshire Boulevard since 
its opening, has accepted a position of 
assistant buyer in the woman’s shoe 
department at the May Company’s 
store, working under Joe Ferguson, 
veteran buyer for that company. Be- 
fore going with Huggins Mr. Knudson 
was assistant at the Bullock’s-Wilshire 
store. The successor for Mr. Knudson 
at Huggins has not yet been selected. 

Another recent change at the May 
Company store is the appointment of 
J. F. Webb as floor manager for the 
shoe section. Mr. Webb, who came to 
Los Angeles from Vancouver, where 
he was superintendent for Woodward’s, 
Ltd., has been employed in various ca- 
pacities in the May Company store be- 
fore assuming his present duties. 

Plans have been prepared for the 
complete modernization of the depart- 
ment. The walls will be retinted, new 
carpet laid, furniture newly uphol- 
stered besides other improvements. 
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All Shoes Point Toward 
THE MONTCLAIR 


The New York Headquarters 


for the 


SHOW & LEATHER TRADES 0 


The Hotel Montclair is located opposite the Waldorf-Astoria, on Lexington Avenue and offers many 
conveniences and attractions to visiting shoe and leathermen. 


800 attractive outside rooms with bath, 
Single rooms from $3.00. 
Double rooms, twin beds $4.00. 


Casino-Montclair for dining and ge i floor show—Two broadcasting orchestras. 


Mantelai 


shower at moderate cost. 


b 


s Keyhole Bar. 





Cafe 


HOTEL MONTCLAIR 


Lexington Ave., 49th to 50th Sts. 


New York City 





Mass Displays Sell White Polish 


[CONTINUED FROM PAGE 67] 


Sid Katz Co. The policy here is the same as in the 
other stores mentioned, selling polish entirely by dis- 
play and brief mention. 

White shoe cleaner can be sold from a customer- 
service point of view, for it is an accepted fact that the 
store selling the shoes is the best judge of that cleans- 
ing agent which will do the best job in cleaning and 
preserving the material. No difficulty is experienced in 
selling the 50c. package in the balcony, while the 
basement handles only the quarter sizes. 

One curious slant in polish selling has been dis- 
covered at Sak’s Shoe Store. If the bottles are taken 
out of the packages and stacked up around the cash 
register, customers will buy freely without being asked 
to do so. Leave the bottles in the cartons and they do 
not sell of their own accord. 

Boys on the floor here sell some white polish but 
customers as a whole are so fed up on being over-sold 
in some stores that here again the policy is that of 
display. The trade likes to pick up a bottle and in 
so doing discover they need it. Automatic selling of 
this nature will make more sales than the constant 
whipping of the salesforce in an attempt to make them 


“decorate” each sales slip. Cleaners are never shown 
in windows, as all sales originate in the store. Then 
too the management feels that the showing of polish 
in the windows may be all right for small towns or 
neighborhood places, but not for big city stores. This 
store will sell six gross of 25c. white cleaner in a 
season without undue pushing. 

Not an ounce of pressure is used in the Paul Shoe 
Store in selling white cleaners and, as a result, some 
23 gross were sold last season. The store has a very 
nice clientele who would not react favorably to any 
high pressure selling. At that, an average of seven out 
of ten women buying white shoes buy white cleaner 
through a simple question or through seeing it on the 
counter. Dozens of bottles move through “off the 
street” sales, without having any in the windows. Most 
of this drop-in trade consists of women who like the 
brands of cleaner sold in the store and are repeat 
customers. 

Shoe polish is a profitable item that is easily sold 
and the business properly belongs in the shoe store. 
Effective displays form the most successful means of 
promotion. 
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Women's Shoes 
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KUSH-IN-EZE v 
HAND TURNED Rf 
FOOTWEAR 
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VAUGHANTX TOWLE co. 
, MASS. 





No. 9034 
White Kid, Loop 


white or Peasant 
Linen, or Com- 
binations, AAA 

35 


te Cc $2. 
Write for catalog 











YOUTHFUL MODERNE 


THE FOOTDRESS 
KOZY KOMFORT SHOE MFG. CO. 
MILWAUKEE WISCONSIN 
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Shoe Shrinker 
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EPR! Sh 
The Original 
SHOE SHRINKER 
The Shoe Doctor 


Pat. No. 1990142 
with 


Prepared Fluid 


Shrinks Leather or Fabric 


$ | 5.00 Simple #, = to Oper- 
Guaranteed One Year ate. 

Write for More Information. 

E. C. SMELTZER CO. 
121 E. Gist St., Indianapolis, Ind. 








Spring Shoes Sell Early 


Houston, TEx.—C. R. Laden, mana- 
ger of the Walk Over Shoe Store, re- 
ports a very early start on Spring 
merchandise, especially sandals. Plenty 
of color is the rule. It has been im- 
possible this year to move heavy shoes, 
even during the few cold, rainy days 
experienced. Women as a rule do not 
come out these days, as they know that 
the sun will shine in a few days, so 
why buy heavy shoes or rubbers? 
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First Peasant Type Shoes 
Made Over Ski-Boot Last 


Boston—A fact not generally known 
in connection with the _ so-called 
“peasant-type” footwear now so popu- 
lar, is that originals brought into this 
country from the custom boot-making 
establishment of Josef Lanz of Sals- 
burg in the Austrian Tyrol, were made 
over ski-boot lasts. In other words, 
according to B. L. Wales, head of the 
Arnold Shoe Co. (Division of the Stet- 
son Shoe Co., Inc.), there is only one 
last used in that part of the country 
from which these shoes come. It is 
used indiscriminately for all types of 
shoes, among which the ski boot is 
much more common than in this coun- 
try because skiing is an accepted 
method of getting about in the Winter 
time and not a sport. 

Mr. Wales says that applications for 
design patents have been made in con- 
nection with the Kitzbuhel, one of the 
first types to appear, and that ar- 
rangements have been made with Out- 
fitter Lanz (for he is a designer of hats 
and garments as well as of shoes) for 
the exclusive right to other shoe de- 
signs on which he is now working. 
Design patents will also be asked on 
these new types. 

Among other activities of this Aus- 
trian Peck & Peck is included the man- 
ufacture of a vegetable dyed, sunfast 
linen used in garments and especially 
in the manufacture of the shorts which 
men affect in the Alpine countries. 
This new type linen is to be tried out 
as a shoe material in connection with 
the peasant design and will be shown 
the trade soon. 

There are three basic types of this 
peasant shoe which are being copied by 
the Arnold Company, and it is well 
to stress here the fact that they are 
being literally copied, not adapted, even 
to the weight of the soles which are so 
heavy that bottoming is done in the 
men’s factory of the Stetson Shoe Com- 
pany. 

The first type is the one with the 
high vamp coming up well over the in- 
step, slashed at the outside to permit 
the entrance of the foot and then ad- 
justed to position by means of a strap 
over the instep. The second type which 
was brought to this country was the 
peasant sandal type in which the vamp 
is nothing but a cut-out pocket into 
which to insert the forepart of the foot, 
with the front part of the quarter de- 
veloping into an instep strap attached 
by a leather lace on the outside of the 
foot. The third is the familiar Kitz- 
buhel with the tongue, collar and lace 
of sharply contrasting éolor. 

An unusual demand for this type 
shoe, says Mr. Wales, has developed 
in the South where women ordinarily 
wear turns and the very lightest of 
lightweight shoes made by other proc- 
esses. Yet here they are, switching to 
one of the heaviest welt types ever pro- 
moted for women’s wear. 
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Urges New Regional Association 


CLEVELAND, OH10—Sentiment is defi- 
nitely in favor of a regional associa- 
tion of retail shoe dealers embracing 
Michigan, Indiana, Kentucky, West 
Virginia and Western Pennsylvania, 
according to Clarence R. Faflik, presi- 
dent of the Ohio Retail Shoe Dealers 
Association. Mr. Faflik has been work- 
ing hard for such an organization. He 
states that the plan has been discussed 
in several cities and has been endorsed 
by national association members as 
well as state and localized groups. The 
manufacturers are also in favor of it. 

The plan is to have a Mid-West Shoe 
Retailers Association as a parent as- 
sociation to each of the state associa- 
tions in this district. This regional 
organization would work directly in 
harmony with and support the N.S.R.A. 

One of the chief purposes of the as- 
sociation would be to offer a combined 
annual convention which would elimi- 
nate expense and duplication of state 
conventions. Attendance would be 
greatly increased and the meets would 
be more attractive to manufacturing 
exhibitors as well as to the retailers. 
A style show could be promoted, second 
only to the national. Plans would call 
for the mid-West show and convention 
in mid-season so as not to affect na- 
tional attendance or conflict in other 
ways. 

Ohio has already invited retailers 
from the adjoining states above named 
to the Buckeye convention in Cleveland, 


‘June 16, 17, 18. Ohio invites sugges- 


tions or criticisms of the plan and re- 
quests that the presidents of the other 
state associations take the matter up 
and communicate with the officers of 
the Ohio association. 


New Haven Firm Doubles Space 


NEw HAvEN, CoNN.—Wilson Shoe 
Co. has opened its new New Haven 
store at 833 Chapel Street, directly 
across the street from its former lo- 
cation. The new quarters contain more 
than twice the floor area of the former 
shop, being 200 feet deep. Individual 
chairs, of modernistic metal type, are 
provided for 102 customers, making it. 
one of the largest shoe fitting establish- 
ments in Southern New England. 

The color scheme of the new store 
is conservative. Two lines are carried, 
Crosby shoes at $2 and the Wilson line 
at $3. George Snow, who managed 
the former store at 832 Chapel Street, 
and has been with the Wilson organiza- 
tion for a number of years, continues 
as manager in the new location. 


George F. Meriweather 


DeEcaTuR, ItL.—George F. Meri- 
weather, 67, who for 18 years con- 
ducted a shoe shop in the 1500 block 
N. Water Street, here, died at 5.30 
a. m., March 12, in St. Mary’s Hospital. 
A complication of diseases had con- 
fined him to his bed for the last four 
weeks. He leaves his wife and three 
children. Burial will be in Toledo, III. 





————— a ST eC lO 
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(White Shoes \ 


DUPONT PONTAN 
QUARTER-LINING 


DUPONT FAIRFIELD 
SOCK-LINING 


DUPONT WHITE 
MIDSOLE MATERIAL 


White Pontan quarter linings and White Fair- 
field sock linings in kid grain, glazed finishes add 


much to the appearance of the inside of the shoe. 





An outstanding new development, Dupont White 
_Midsole, gives the desired smartness to this pop- 


ular type of Spring and Summer Footwear. 














When writing advertisers please mention Boot and Shoe Recorder 





Riding Boots 


A comrtere 4 rey sowed STYLES IN 
STOCK 1D CUSTOM MADE ( 


Riding, Conboy and Lace Boots ) 
~ for Catalog X 
H. J. JUSTIN & SONS, Inc. 


FORT WORTH, TEXAS 








RIDING 
BOOTS 


IN-STOCK 


For Men, 
Children —also 
Jodhpurs and Field 
Boots 


Women and 








J. M. CONNELL 
SHOE CO. 


SO. BRAINTREE 
MASS. 





LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 


R-7 on Request 


COLT 
CROMWELL CO. 

1239 Broadway 

New York City 














Starts Family Shoe Store 


PITTSBURGH, Pa.—A. M. Thomas, 
better known about Pittsburgh as 
“Tony Thomas,” has just taken over 
the Family Shoe Store formerly owned 
by Morris Browdy, who was established 
in the retail shoe business at 714 Home- 
wood Avenue for the past 28 years. 

For the past two weeks of his open- 
ing business has been very satisfac- 
tory. The business will be in charge 
of Morris Browdy, who will act in the 
capacity of buyer and manager. 





a 


BOOT AND 


‘What's New 


New Foot Oscillator 


Los ANGELES—To increase traffic in 
shoe departments and as an added ser- 
vice feature for customers, a number 
of leading department stores and shoe 
shops in Los Angeles have installed a 
new foot oscillation machine, called 


Vi-Ped-Ex. It is the invention of Dr. 
Richard E. Pyles, M.D., well-known 
Los Angeles orthopedic surgeon, who 
used the machine in his private prac- 
tice for several years before making it 
available to the general public. He 
found it effective for a great many foot 
ailments, especially those aggravated 
by bad circulation. 

In Dr. Pyles’ own words, “‘Vi-Ped-Ex 
oscillates the tissues of the feet at the 
rate of 1750 times per minute and thus 
stimulates the circulation. This tends 
to normalize the arches, helps to elimi- 
nate joint adhesions and assists in cor- 
recting the spastic conditions of the 
munscles of the feet and legs. The 
treatment is based on authoritative 
orthopedic principles and provides al- 
most immediate relief for the distress 
of flattened arches and tired, aching, 
painful and weakened feet.” 

Shoe stores and departments have 
found the machine helpful, not only 
in bringing in customers but also in 
selling. By tending to normalize the 
foot the machine makes shoe fitting 
easier and insures a correct fit. More- 
over, shoe salesmen find the machine 
useful in occupying the attention of the 
impatient customer while she is wait- 
ing for service, as the treatment takes 
five minutes. Among the stores that 
have installed machines in their shoe 
departments are the Broadway and the 
May Co., Los Angeles; also Foster’s, 
Dr. Reed’s Shoe Store, the California 
Orthopedic shops, the Zinke shoe re- 
pair shop. The Potrero and Riviera 
country clubs have them in their locker 
rooms, where they are in almost con- 
stant use, especially during week-ends. 
The Vi-Ped-Ex Company is now plan- 
ning to install a battery of 125 ma- 
chines in the rest rooms at the San 
Diego Fair, and is starting a sales and 
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advertising campaign for national dis- 
tribution. Sales headquarters are at 
811 Commercial Exchange Building, 
416 West Eighth Street, Los Angeles, 
Cal. 


Edwards Opens New 


Department 


RocHESTER, N. Y.—E. W. Edwards 
& Son, Rochester store, has announced 
the opening of a new Walk-Over De- 
partment. This and the popular priced 
department will be under the supervi- 
sion of W. A. Doehring. 

Fred R. Breusing is the buyer and 
merchandise manager of these two de- 
partments, together with the better 
grade departments in the Syracuse and 
Buffalo units of this concern. 


Walter Feder Recovers 


CINCINNATI, OH10—Walter J. Feder, 
president of the Feder-Gregg Shoe Co., 
Inc., 4015 Cherry Street, has recovered 
from his recent illness and is at pres- 
ent calling on the trade. 

Paul Berner, who was vacationing 
at Miami Beach, returned to New York 
to call on the firm’s trade there. 

The Feder-Gregg Company is op- 
erating at full capacity in their new 
plant. The principal production is on 
sport shoes in all colors. The firm 
makes only lightweight Goodyear Welt 
shoes. 


Cashed in on Pay-Off 


LAKEWwoopD, OH10—C. E. Seiler, 17114 
Detroit Avenue, indicates how shoe 
dealers may well tie up their advertis- 
ing with special.events. In February, 
when the East Ohio Gas Co. repaid all 
Lakewood consumers a rebate on their 
bills dating back over a year, it was 
obvious that a large amount of money 
would be placed in circulation at once. 
In accordance, Mr. Seiler inserted an ad 
in the Lakewood Post advising the pub- 
lic as follows: 

“Shoe Your Feet From Gas Co. 
Checks.” 

Many people did just that, for gas 
checks flowed into the store imme- 
diately following the pay-off. 


More Men Buy Browns 


CuHIcAGoO—Men’s custom last brown 
oxfords are in better demand this sea- 
son than last year, Reuben Metz of 
the Metz Shoe Company says. The 
sale so far of men’s white shoes for 
use at Southland Winter resorts, in- 
dicates a return to the plain white. The 
complaint last year of customers were 
that two-tones were too hard to keep 
clean, 

Mr. Metz predicts that whites will 
enjoy a greater sale than ever this 
year. While it is too early to gen- 
eralize, purchases for wear in warmer 
climes point to a demand for the better 
grades of white shoes far in excess of 
recent seasons. 
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FOOT HEALTH WEEK ADVERTISING HELPS 


TWO-COLOR FOLDERS 


WITH YOUR NAME IMPRINTED 


4-PAGE FOLDERS—SIZE 314” x 644” 


) Printed in green and black, with the 
1,000 at $7.25 per M * poster cut in colors and the slogan 
“How Are Your Feet Today?” on the Al ihn fs ali 
2,000 at $6.75 per M front cover. Foot Health Hints on in- TOP a 
. $5.75 M side pages. A Foot Health Week FOOT HEALTH PARADE 
5.000 at ‘ er Message and your name on the back 
’ P page. HOW_ARE 
(Delivered Flat) Sample on Request YOUR FEET 




















WHEN ORDERING PRINT YOUR NAME AND ADDRESS CLEARLY TODAY? 


TWO-COLOR POSTERS 


For NATIONAL FOOT HEALTH WEEK | gs 


Public interest in Foot Health has reached the point where every store that 
has the shoes and service to do a job of fitting must establish itself as a 
leader in the movement—and as a dependable source for correct shoes, 
properly fitted to keep feet fit. These colorful posters are a necesary part 
of your Foot Health Week promotion. 




















SIZE 17 x 22 INCHES _ COLORS: GREEN AND BLACK 
5 for $2.00 10 for $3.00 20 for $4.50 
30 for $6.00 100 for $18.00 


FOOT HEALTH WEEK MATRICES 


Each set of matrices includes the poster reproduction in two sizes, the Foot 
Health Week banner in two sizes, and the family group illustration in two sizes. 

















BOOT AND SHOE RECORDER, 239 W. 39th ST., NEW YORK 


Enclosed is our check (or money order) for .._. ; _.. Please send us 
POSTERS ............... SETS OF MATRICES 
TWO-COLOR FOLDERS, with the following name imprinted 


ME ORDERS AA ay REMITTANCE ht a BE 
Pees SE, DDRLSS CLEARLY ILED C.0.D. PLUS POSTAG 


When writing advertisers please mention Boot and Shoe Recorder 
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“U": Pale green 
board. Dark green Pale blue board. bright yellow. 
and yellew design. Dark blue trees. 


nee: 
585 











s 
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EASTER DISPLAY CARDS 
AND TICKETS NOW READY 
WRITE FOR SAMPLES 





UDUDUDUADALAAAUU CANAAN” 


je 
Jt 
[: 








“V": Harvestmoon. “S”: Red flower on “E”: Lavender and “G”; Lavender and 


blue on whiteboard. green 


design op 
peach background. 











535 


‘545 








YOUR FOOT 
O?operty 


SOUR MAIN 


Vectve 






































“X": White board; board; 1 
rose flowers; blue flower; dark green 
mound and bar. trim. 





of | 


(Tickets: Priced below, Size 144" x 2%". 





Feature Pointers 


INFORMATIVE ARROWS point out 
visible and in-built values. They are 
gracefully and securely placed with the 
aid of adjustable Polly Clips. 


REVEAL the fine wearing qualities of 
your merchandise with PRECISE in- 
formation through your windows. You 
can turn a window shopper into a sure 
customer by pointing out the quality < 
features of your shoes. 





“J”—Polly Me for tickets: 
(adjustable—tilts at an 




















“T”’: Pale green «py “C” Midnight blue “B”: Blue bar with 
me ag Gate and vermilien de- orange sunburst on 
sign on buff board. silver beard. 


Samples on request.) 





Attractive Hand Lettered Price Tickets 

IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @s $3.00, 200 @ $5.00 


+n a4 


y 
“K”—Shoe Carton Tickets: sng 1 @ $1. P25, 1000 0 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 





The ARROWS are available in two 
colors: corn with green border, or 
buff with green border. Choice of 
forty selling phrases, or blanks. 


12 dezen (printed or blank)..... $2.00 
e = << 2 ad © Dieewe 1.10 
1 al = De oves 0.25 

SPECIAL: 

ONE GROSS ARROWS AND ONE GROSS 

POLLY CLIPS...... @ ONLY $5.00 





°° 














MARCH 


White patterned board; green 
panels with gold-yellow design. 


Size 8” x 14” 


COMPLETE TEXTS 
sent on request 


4 cards—Women’s Shoes 
2 cards—Men’s Shoes 

1 card—Children’s Shoes 
1 card—Hosiery 


6 cards—On Store Service, 
Fitting, Quality, Etc. 


Single Cards: 
Without Text: 35¢ each 


60¢ each 


This ticket har- 
monizes with 
above card. 
White board, 
green and gold- 
yellow design. 











, F 
py 


























“«“K” 
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1935 


USE SALE STREAMERS 
ON YOUR WINDOWS 


(Red border and “Sale” on white. 
Size: 24” long—5” wide. Price: 3 for 25¢— 
10¢ each.) 


MORE SHOES | 


Annual Display Card Service 


Includes 


Select the Service You Wish— 
Mail Coupon—See Sales Jump! 


EXCLUSIVE FRANCHISE is given with annual card service SERVICE NO. 1—$5.00 monthly: 
to one merchant in an average size town, suburb or city shop- 12 display cards... 6 holders... 


ping center. 


100 blank harmonizing price tickets 


STORE WINDOW BULLETIN, supplies merchandising and SERVICE NO. 2—$4.00 monthly: 


display suggestions each month. 
SPECIAL CARDS, with wording as wanted. 


8 display cards . .. 4 holders... 
100 blank harmonizing price tickets 


EXCHANGE OF CARDS: Annual card service subscribers may SERVICE NO. 3—$3.00 monthly: 


exchange oy coe received for others of the current month, 6 display cards... 2 holders... 


whose texts 


tter cover their merchandising program. 


50 blank harmonizing price tickets 


PRICE TICKETS: Blank tick hing th th’ 
cards, supplied free. Neat eke. with selees ‘ok Oe SERVICE NO. 4—$2.25 monthly: 
not harmonizing with the show cards, gears free, if pre 4 display cards... 2 holders... 


ferred to blanks; harmonizing tickets 


prices as 


to assure well blended trim, are 35¢ per fifty, additional. 


HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 


Sc eee ce i 





Merchants Service Dept. ‘ 
BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


; 50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, IIl. 


Please enter our order for the Recorder “Selling 
Message,” beginning with March, for card service 
» for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 
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CLAW IFIED anno WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 








SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





ONE of the leading shoe manufacturers in the 
United States with well-established connec- 
tions will have the following territories » 
for Fall: (A) Iowa, Kansas, Missouri, Ne- 
braska; (B) Indiana, Michigan; (C) Wisconsin, 
Minnesota, Illinois. Guarantee will be paid to 
the right men. There is an establi: trade 
in each of these territories. Only such men 
who are well established and can furnish best 
of references from the leading retailers in each 
locality need apply. Every application will be 
given consideration, will receive due investiga- 
tion and will be kept strictly confidential. These 
are ideal opportunities for the right men. Ad- 
dress E-186, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





SHOE lish salesmen for East, South, West. 
Established firm. Quality products. I. Nach- 
mann, 193 Bradford Street, Brooklyn, New 


York. 





iw you can personally carry your own accounts 
and possibly finance small stock, write in con- 
fidence giving Bank or Company references; 
also territory covering regularly and shipments 
past two years. Prefer settled men over 35, 
acquainted on territory. Write “Opportunity,” 
Address E-205, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





ALESMAN: Commission basis. Complete line 

of women’s comfort shoes, slippers and beach 
sandals for immediate shipments. Address 
E-203, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





IDE line Salesmen. Commission basis. Old 

established house. Slippers, Beach Sandals, 
and Stitchdowns for retail trade. Give terrj- 
tory, experience and references. Address E-195, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





ALESMEN: With following capable of sell- 

ing chain stores and volume accounts to 
represent a well known manufacturer of a low 
priced line of Women’s Shoes and Slippers on 
a commission basis. Address E-193, care Boot 

Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





ALESMEN wanted to carry side line of beach 

sandals and house slippers on commission 
basis. Give all information in first letter. Ad- 
dress E-206, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





SHOE salesmen, interesting side line proposi- 
tion offered traveling and local representa- 
tives to sell Evangeline Superior fabric dyes 
and polishes; inconquerable new white cleaner. 
Write experience and territory. Evangeline 
Products, 68 Jay Street, Brooklyn, N. Y 





ALESMEN: Aggressive and industrious men 

to sell the METZ HEEL CONFORMER. 
Openings in many states. G commissions. 
Write in full detail. Address E-204, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








POSITION WANTED 


POSITION WANTED 








opportunity. 


New York, N. Y. 


HERE’S YOUR MAN! 


If you need national distribution for your product. Thoroughly 
familiar with all phases of production, merchandising and distribu- 
tion and selling of products to shoe manufacturers. Has a working 
knowledge of every shoe factory in the United States and Canada. 
Seven years in last position and in 1934 built up, merchandised 
and distributed $750,000 of a particular line. 
Write at once for appointment, references, etc. 
Address E-202, care Boot & Shoe Recorder, 239 West 39th Street, 


Don’t miss this 























Experienced Advertising 
Man Available 


I am presenting this advertise- 
ment in the interests of an adver- 
tising man whom I have known for 
many years and whom I can recom- 
mend most highly to any manu- 
facturer or organization desiring 
the services of an exceptionally 
able man. 

He has handled successfully Na- 
tional shoe campaigns, is an expert 
in preparing high-class copy and 
can be relied upon to do a thor- 
oughly efficient job in any phase of 
advertising or sales promotion. 

This man is now available to do 
a real job for some shoe manufac- 
turer, or chain store organization. 

His salary requirements are 

est 


For further particulars address— 
E. B. Terhune, c/o Boot and Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











UYER-MANAGER—Shoes. Alert young ex- 


ecutive, 35, department, specialty, chain 
store experience. Conversant with modern mer- 
chandising, sales promotion, advertising. Avail- 


able at once. Address E-208, care Boot & Shoe 
eal 239 West 39th Street, New York, 





SHOE man, 35, with Al experience on ortho- 
pedic shoes and appliances, thorough knowl- 
edge of family trade and window trimming, 
will go anywhere on percentage basis. I guar- 
antee to build your department. H. Perlmutter, 
Quincy, Mass. 








FOR SALE 


BEST location for shoe store in Central West- 
ern Wisconsin city of 6000. In prosperous 
dairy section. Fixtures for sale—low price. 
Get in for spring trade. Let us show you how 
to succeed here. Write foi particulars. Address 
E-207, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








mum charge 
address should be counted. 





The rate for “Position and Lines Wanted” 
5 cents. For all other classified 
When a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
i advertisements the rate is 7 cents per word. Minimum 


In all other cases each pane gh go 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
> Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Ge 
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Chain Store Efficiency 


1935 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book ferm) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 


“AT YOURSERVICE” 
in the Heart of Times 
Square 


Arou 

from 69 

24 flers . . . 706 

charming reoms 

Daily: From Two-Fifty 

Menthly: From Fifty 
Ask for a 


“COURTESY IDEN- 
TIFICATION CARD” 


45th Street just W. of Times Square. Persenal Direction: 


New York City 


Keep your Business 
appointments and social 


GEORGIAN ROOM 
ping and pan 
LARRI’S CONTI 
NENTALS 


(Entertainment te 
a.m. No cover crest 


For Cocktails — the 


intimate 
SILVER LINING 
LOUNGE 


John F. Murray 








FOR RENT 





WANTED TO PURCHASE 








HOE DEPARTMENT — BARGAIN BASE. 


STORE—IMMEDIATE 
MARSHALL’S, 997 MAIN STREET, HART- 
FORD, CONN. 








BUSINESS ‘OPPORTUNITY 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks ef shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn b 
income in service "ie A rew system 0 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for trainin ng; openings everywhere with 
all the trade Lag d can — to. No capi- 
tal renee or goods to buy; no agency 
or soliciting. Betablishea 1394. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





such 
Florsheim, Fona-dettick, Vitale 
rver, Queen Quality. Bos- 


IRVIN RUBIN 
“The House of = 
89 Reade St. Cor. Churc 
Phone Barclay 7-7887 Ree York City 


ks. 
Walk-Over, 
ity, Arch 











MERCHANTS’ NEEDS 


DISPLAY © 





Again SEGALL & SONS Take 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 
Will Find Most Agreeoble. 
A special folder, has 
been prepared. Please ask 
us fo mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphia 








John Ebberts Shows Increase 


BuFFALO, N. Y.—John Ebberts Shoe 
Co., Inc., reports a sales volume in- 
crease of 25 per cent for the first two 
months of the year as compared with 
the corresponding period of 1934, with 
March sales showing an increase over 
this percentage figure. Unfilled orders 
are reported to be more than 30 per 
cent larger than a year ago so that 
capacity production schedules will be 
maintained for at least another 60 days 
on the basis of current business. The 
company feels confident that 1935 pro- 
duction and sales will exceed any year 
since 1931. 














CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 
MAX KALTER & CO., INC. 


Phone Canal 6-4371 
591 BROADWAY NEW YORK CITY 








CASH FOR BRANDED SHOES 


RETAIL OR FACTORY STOCKS 
References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostonian, etc. 

BARIS SHOE COMPANY, Inc. 

79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 5181 

















Adds Shoe Department 


JACKSONVILLE, FtaA.—Mrs. Kitty D. 
Booth, proprietress of Blue Bonnet 
Shop, 225 Laura Street, one of the 
Gateway City’s most modish millinery 
shops, recently arranged to open an 
exclusive ladies’ shoe department in 
conjunction with her millinery store, 
to be known as Booth & Taylor Slipper 
Shop. 

S. C. Taylor, prominent local shoe 
man, will be associated with Mrs. Booth 
in the new enterprise. Mrs. Booth’s 
millinery clientele, together with Mr. 
Taylor’s knowledge of the shoe busi- 
ness and his many friends, should re- 


sult in a good following. 


in Saint Louis 
NINTH a WASHINGTON 


-@ This beautiful 
enew hotel is located in 
the business, theatre and 
shopping center of the 


city. Garage service. 


e Iwo 


FAMOUS RESTAURANTS 
Coffee Grill... The Rathskeller 


& yeaa 4 


Wold “Hemmore 


PRN ER Try we bn MP2. 











Special Sandal Shops 


Houston, TeEx.—Both the balcony 
and basement shoe departments in the 
Levy department store are featuring 
sandals in specially built Sandal Shops 
in each department. E. J. Moser, shoe 
manager, believes he can double the 
business through putting more effort 
behind sandals in all grades from $4.00 
to $12.50. The fact that sandals are 
sold in quantities in popular prices is 
no reason why they should not be sold 
in the better grades, he asserts. 
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In This Issue 











F she wears them, should she keep 

them?'"’ When the RECORDER 
published an article some months ago, 
the writer of which offered a strong 
argument in the affirmative, a discus- 
sion was started that has swept across 
the nation. Now the author of that 
article goes a step farther and asks 
"Is the Shoe Man Always Right?" 
Few of us, perhaps, would want to go 
quite that far, but it's an interesting 
story anyhow, and develops a number 
of points that most of us will find 
worth thinking about. You'll enjoy 
reading it in next week's BOOT AND 
SHOE RECORDER. 

How do you like Ruth Harrington's 
new way of spotting styles, as ex- 
emplified in her “Fashion Clicks" fea- 
ture this week? She'll have another 
significant fashion story to tell in the 
April 6th issue, and Harry Terhune 
continues his running story "Signposts 
to Progress," telling what the live shoe 
merchants of the Southwest are doing 
to get more shoes sold right. 





Long Beach Store 
Remodeled 


Lona BeacH, CaL.—The Children’s 
Bootery, 126 West Broadway, G. Fos- 
holdt, proprietor, has been remodeled 
and modernized all the way from the 
sidewalk to the alley. 

The whole front of the building has 
been re-faced, the windows have been 
deepened, given new backgrounds and 
new lighting arrangement, the interior 
has been redecorated, the balcony has 
been rebuilt to serve as a stockroom, 
and the main sales room has been 
lengthened by 12 feet. 

New chairs and new carpet have 
given a snappy touch while the wall 
above the ledge has been decorated with 
designs and pictures interesting to 
children. The store now ranks among 
the most attractive shoe stores in the 
city. Harry Bird, formerly with Nis- 
ley, has joined the organization and 
will have charge of windows, interior 
decoration and advertising. 

The store is not exclusively a 
children’s store but might better be 
classed as a corrective shoe store for 
women and children. It gets its name 
from having started originally as a 
children’s store. 
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CCE be th, Cena 


(L€ 


IV your 4 “LUMI VEWSPAPER AD /C:. Malley 


DESIGNED 
for CHILDREN 
NOW KEEP 


FEET of ALL 
AGES “YOUNG 


WE THANK YOU 
ee — 


Since we cannot make all 
the shoes in the world, we 
do try to make the best of 
them! Among their ex- 
clusive features are: the 
patented bulb shaped heel, 
with smooth seamless quar- 
ter and inner lining; seam- 
less vamp and tongue; 
nailless heels; llenite 
Tips. We intend that 
“Kali-sten-iks” shoes shall 
add to the reputation of 
their distributors as well 


as to ourselves in their fit, 
their comfort, their wear, 
and in their styling. And 
this is just as true of our 
In-Stock numbers as it is 
of our make-ups! If in- 


oe years ago the Kali-sten-iks factory was 
making 60 pairs of shoes a day . . . today, 
production has grown to 1,600 pairs daily 

. Such phenomenal growth must be de- 
served. ... 


Kali-sten-iks were first created with but 
one idea. . . to conserve the health of chil- 
dren's feet 


terested in grading up, 


write us. And so sound did the idea prove . . . that 


today Kali-sten-iks are one of the most pop- 
ular active sports and walking shoes in 
America... . 


THE 


GILBERT 
SHOE CO. 


THIENSVILLE 
WISCONSIN 


A STORE IS KNOWN 
BY THE COMPANY IT KEEPS 


MALLEY’S 


Were you to come a stranger to New Haven, and know nothing of M: alley’s 
83 years’ traditions . . . you would still be able to judge the type of store we 
are by the products sold over our counters... . 








MARBRIDGE BUILDING Or.) sO on a) an A OO 
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AAP PN els 


HE never grow weaty-- 


-— They have a way of keeping “in shape’”’, never tiring in the 
good work of helping you and your customers to have better 


exactly like this--inside. end last only halfway-—likes thie . . , 
cutside—hedl tect, quarterand ‘The vert has to'be pulied ino ©=Shoes. Better-fitting, better-wearing shoes — that’s what 
shank. No resistance! No place — meaning tension and : 

strain on your customer’s heel! strain on your customer’s heel! 


Spaulding Counters provide. It’s all on account of the bet- 


ter “stuff” they’re made of—real hemp and flax. No won- 
der they have such flexibility, such stout and enduring 


PAULDINGS strength. They ought to be in the shoes you sell—and they 


Count ers want to be, too. Why don’t you let them go to work for you? 


& North Rochester, N. H. 























NO OTHER PART OF THE SHOE MEANS SO MUCH... AND Costs sO ‘CHTTee 
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Be FIRST in your City to advertise this new fea- 
ture .. women are definitely interested as proven 


by retail tests made by FOOT SAVER Dealers. 


FOOT SAVER’S 


is the answer LO EVERY WOMAN'S 
SHOE PROBLEM 


Shoes TOO TIGHT in the Toes! 
Shoes TOO LOOSE in the Heels! 


“Especially the woman with long narrow feet 











A “gap” at the side is 

the result of the old 
“€ combination last car- 

ried to the extreme. 


FOOT SAVER SHORT- 
BACK free walking 
lasts give room at the > 
base of the heel and 

a snug fit around the 
top. 


The Greatest Improvement since the advent of the Combination Last... — 


Foor Saven’s SHORTBACK . free walling lasts 








THE JULIAN & KOKENGE 


ARRIETA 
When writing advertisers please mention Boot and Shoe Recorder 











BOOT AND SHOE RECORDER, April 6, 1935 Page 5 


Foor Savers are the On/ y Shoes made over 
“SHORTBACK FREE WALKING” LASTS. 


“These new lasts prove the Shortback theory is not only correct but also 
workable."—MURRAY C. FRENCH, Retail Analyist. 


FOOT SAVER’S 


is the answer LO EVERY WOMAN'S 
SHOE PROBLEM 


Shoes TOO TIGHT in the Toes! 
Shoes TOO LOOSE in the Heels! 


*Especially the woman with long narrow feet 





























Too long in the heel— 
the result of an unbal- 
anced last. Slips, wears 

& out hose, destroys 
style, makes you tire 
easily. 


FOOT SAVER SHORT- 

BACK free walking i 
lasts give this fine fit— > 
and they are not too 

tight in the toe! 


The Greatest Improvement since the advent of the Combination Last... 


Foot Saven’s SHORTBACK . free walking lasts 








Z 4 
COMPANY, COLUMBUS, 0. —=—— 
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“Pyraheel” is applied directly on to the wood heel block—it’s a distinct covering—the same 


method as used with leather. The difference: “Pyraheel” is scuffiess. 


“PYRAHEEL’— 


The “Lovell,” Selby’s new tweed and calfskin 
oxford with scuffless heels. 





06 us. rat orf 


PYRAHEEL 


REG. U. &. PAT. OFF. 


MAKES SHOES EASIER TO SELL 


THE SCUFFLESS HEEL COVERING 


The-up-to-the-minute manufacturer specifies his heel covering 
in one word—‘“‘PYRAHEEL.” 

Here is the heel covering that will not scratch or mar. It’s 
scuffless! It fits perfectly to the wooden heel block—wears longer 
— simulates leather in a remarkable manner and gives added 
life to the shoe. “PYRAHEEL” is a plastic covering. It is not 
applied by the brush or spray method. “PYRAHEEL” is avail- 
able in all the smartest textures—dull and shiny kid, patent, 
calf, pigskin effect, built-up leather, etc. If you haven’t scuffless 
heels on the shoes you sell, specify ““PYRAHEEL” to your shoe 
suppliers or write to Du Pont Viscoloid Company, Empire State 
Building, Department 25, New York City, for names of manu- 
facturers using this material. In Canada: Canadian Industries, 
Limited, Pyralin Division, Montreal, Canada. 





When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, April 6, 1935 





GET ON THE BANDWAGON 


@ Greater than any actual cavalcade ever seen, a gigantic parade of over 5,500,000 buyer- 
families march to the pages of The American Weekly each Sunday. That biggest of all mag- 
azine parades makes The American Weekly the Mightiest Magazine in the world. 


You can put the enormous selling power of this leviathan to work for you. Its readers 
live in your community. Some are already your customers. But—if you stock and feature 
the goods advertised in The American Weekly you can get all of your share of this business. 
That’s getting on the bandwagon for a fast ride to fatter profits. 

















The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed through 17 
great Hearst Sunday Newspapers. In 597 of America’s 995 towns and cities of 10.000 popula- 
tion and over, The American Weekly concentrates 67% of its circulation. 


In each of 134 cities, it reaches one out of every two families 
In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 


-.. and, in addition, more than 1,885,000 families in thousands of other communities, large 
and small, regularly buy and read The American Weekly. 


THEAMERICAN 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 
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H. OW ARE Your SALES 
THIS SPRING? 





Are your sales increasing on your better 






grade shoes? They should be. Our busi- 






ness shows a decided improvement—as 






we produce the majority of America’s 







fine men’s shoes we believe we are a re- 






liable index of the trend in consumer 


purchases. If your business does not re- 






flect this situation—if your volume on 






your quality line is not considerably 






larger than last year—it is possible that 







you are handling the wrong line. We 





In Stock: Tue Garriexp, S-567, in genuine white buckskin 





would be glad to have our representative 


RETAILING AT 
7 talk matters over with you—just drop 


Most Styles us a line that you will see him. 






FLORSHEIM SHOES 


THE FLORSHEIM SHOE COMPANY e Manufacturers 






CHICAGO 
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